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LOSSES IN TERRIBLE TORNADO 


Raging Storm Cost Nearly 1000 Lives and Millions of Dollars 
in Property Damage 


a HICAGO, ILL., March 24.—The tornado 
which swept over southern Illinois, parts of 
Indiana, Kentucky and Missouri, entailed 
heavy loss not only to those insurance com- 
panies writing storm coverage but the life 
insurance companies and the health and ac- 
cident companies as well, as approximately 

1,000 persons were killed and thousands in- 

While exact figures may not be available for weeks, it 





jured. 
is calculated that the loss to the life companies will be at least 
$1,000,000. Many children were killed and it is for this reason 
that some of the companies writing industrial insurance will 


be hard hit. Accident companies will be called to pay some- 
where in the neighborhood of $300,000 for death claims and 
tens of thousands of dollars for injuries. 

The loss to the fire companies under the tornado policies 
will be considerable because, following the St. Louis storm of 
several years ago and the tornadoes of last year, there was a 
heavy sale of this sort of coverage in the stricken territory. 
The average tornado coverage on property runs between 25 
and 50 per cent of the value of the property, seldom running 
over that figure. 

Some difficulty in the adjustment of the losses will take place 
hecause of the construction that is to be placed on the fire and 
the tornado policies. The fire policies providing that the build- 
ing must be intact before the conflagration starts, while some 
of the buildings destroyed were first blown down before the fire 
started. 

Nothing beyond the well-known fact that losses in the tor- 
nado-stricken area will amount to several million dollars has 
It is as vet impossible to obtain information as 


been learned, 





to the exact amount involved. It is known that one or two 
companies will sustain losses running as high as one-half mil- 
lion dollars. The Associated Factory Mutuals sustained a 
loss of one hundred and sevetny-five thousand dollars on the 
new Heinz plant at Princeton, Ind. The delay in receiving re- 
ports from the stricken area is largely due to the fact that 
many of the insurance offices were destroyed in the storm and 
also due to the fact that agents and company representatives 
have been, up to the present time and are still, engaged in as- 
sisting in relief work. The following companies, however, 
have reported anywhere from thirty to fifty individual losses 
in the tornado: Hartford, Citizens, Reliance, Liverpool and 
London and Globe, Star, Home, Michigan Fire and Marine, 
Firemans Iund, Continental, Hanover, Springfield, American 
Central, Fidelity-Phenix, and Niagara Fire. 


INDIANA CONDITIONS 

INDIANAPOLIS, IND., March 24.—Insurance losses on prop- 
erty in the tornado district of Indiana will reach more than 
$1,000,000, according to James A. Bawden, State agent for the 
American Fire Insurance Company, who returned to Indian- 
apolis yesterday from the storm area. Mr. Bawden was se- 
lected chairman of the adjusting group by State agents and 
special representatives of insurance companies having losses 
in these counties. Headquarters of the group have been estab- 
lished at Princeton. 

Mr. Bawden and several expert adjusters returned to Prince- 
ton today, where they will resume the task of unraveling the 
insurance loss situation in the district. More than a score of 
State agents and adjusters have been in the two counties gath- 
ering data since a few hours after the disaster. 
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TRI-SSTATE LIFE CONGRESS BIGGEST MEETING EVER 


Galaxy of Idea-Men Make Up Program That Was Distinguished 
by Smoothness and Practicability 


BLACK cat stalked ominously about the grand_ ball 
room of the Bellevue-Stratford hotel, Philadelphia, on 
Friday morning last. It did not in the least affect the 

success of the Tri-State Life Insurance Congress, which was 
being held there, for that meeting turned out to be what was 
probably one of, if not actually, the largest life insurance meet- 
ing ever held, there having been an actual registration of 2238 
persons. 

The arrangements for this great meeting were perfect. The 
crowd was well handled. The speakers, by an ingenious device, 
were warned when their time was nearing an end, also when 
they were not speaking loud enough. By this means the pro- 
gram was run off on time and the speaking was loud enough 
to be heard by all. In mentioning arrangements, there should 
not be overlooked a little folder of stiff white paper, with one 
of which everyone was provided. It made an excellent memo- 
randum pad. 

William J. Eisenhauer, of New York, well known to ali 
life insurance men for his ability as a song leader as well 
as a life insurance agent, was on hand to start things off. 
Once he had gotten in his good work, John W. Clegg, presi- 
dent of the National Association of Life Underwriters, made 
the address of welcome. Mr. Clegg, besides welcoming those 
present, took occasion to point out the benefits of Association 
membership and recommended particularly active support of 
the local. bodies. 

The meeting was presided over by Paul Loder, president of 
the Philadelphia Association of Life Underwriters, under the 
auspices of which the congress was held. He introduced Earl 
F. Colborn, general agent of the Connecticut Mutual Life 
Insurance Company, who spoke on the topic, “Paying the 
Price.” Following that of Mr. Colborn came an address by 
Henry Bruere, third vice-president of the Metropolitan Life 
Insurance Company, who spoke on the topic, “The Case That 
Counts.” He referred to the small case that really accom- 
plishes the services that life insurance is expected to render, 
that is; protection of the home against disaster. Mr. Bruere’s 
talk was particularly apropos in view of the fact that nearly 
one half the audience was composed of industrial agents. 
Extracts from his talk will be found on another page of this 
issue. 

This was a tri-State congress, and the committee was care- 
ful, therefore to have Maryland and New Jersey represented 
on the program, as well as Pennsylvania. The speaker follow- 
ing Mr. Bruere was M. Nelson Bond, general agent in Balti- 
more of the Travelers Insurance Company. His talk was on 
“Salesmanship,” a subject which he at once paraphrased as 
service. His objective was to try to find means for dealing 
with the average family rather than the selling of large poli- 
cies. The most stubborn prospects are the heads of families 
who refuse for selfish reasons to take out sufficient life insur- 
ance. Mr. Bond outlined several methods for overcoming this 


selfishness and making him see his responsibilities. 


An interesting fifteen minutes was consumed by John H, 
Mason, chairman of the board of the Bank of North America 
and Trust Company. He pointed out that the working people 
of America stand to gain more by the prosperity of Europe 
than by the payment of her debts; that is to say that, if the 
cancellation of European debts would mean a restoration of its 
great buying power, then America would be better off by 
cancelling them. 

James A. Whitmore, assistant agency manager of the Phoenix 
Mutual Life Insurance Company, was the final speaker of the 
morning session. Mr. Whitmore is a great believer in proper 
training and selection of agents, to the end that they may find 
the same favor with the public as does the life insurance 
business itself. 

Mr. Whitmore continued his discussion of the kind of agent 
the prospect has a right to look for by giving the central prin- 
ciple about which a real man must organize his life and said that 
only those men who can catch a vision of and believe in the prin- 
ciple of “he who prospers most serves best” will be able to 
rise to the position where they have a right to be called life 
insurance counselors. 

He pointed out three underlying qualities for the real life 
insurance counselor: First, there is a call for men to be loyal. 
Loyalty is a big word in many ways. Most of our troubles in 
America to-day are because loyalty does not seem to live 
where it ought to live. If loyalty could be brought back into 
industrial life, industrial strife and chaos would be removed. 
Loyalty to God, loyalty to family and loyalty to the great in- 
stitution of life insurance are essential. A man who is loyal 
can look up and face friend and foe and say that the great 
institution of life insurance is sound, and believe it. Life in- 
surance is a sound economic proposition and no man goes 
wrong on that basis. 

Second, the life underwriter must have something—and 
without it he isn’t anything—a real integrity. A man without 
integrity and real honesty should not find his place anywhere 
in this profession, or, for that matter, in few others where these 
inherent characteristics are vitally exigent. 

Third and last, there is a great call in this wonderful day, 
when it seems as though America was opening up the doors 
of progress and looking out into the greatest future that man 
could dream of. The life insurance man should have faith in 
the future. He should have faith in humanity and faith in 
his country. His yearning should be that in the great day of 
America which is to come he can have his part and do his 
bit, so that when the time comes that he must go it can be said 
“Te tried to be a real man.” 


AFTERNOON SESSION 
The afternoon session was presided over by James W. 
Ideerton, president of the Trenton Association of Life Under- 
The first speaker was Thomas M. Scott, of the Penn 
(Continued on page 9) 
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SERVICE BOTH WAYS 

rCHE evidence continues to grow that 
[ banks and life insurance companies 
have much in common. Many banks and 
trust companies, especially the latter, have 
gone to great pains within recent years to 
point out to their customers the value of 
life insurance and have highly recom- 
mended its purchase. There are probably 
reasons not altogether altruistic behind 
these moves, but the benefit to life insur- 
ance is none the less for all that. The 
banks, no doubt, look upon life companies 
as inculcators of the thrift habit by which 
they hope to derive later benefit. Further- 
more, of course, life insurance endow- 
ments and death claims provide funds 
which should properly be banked or 
placed in trust, and banks and trust com- 
panies are no doubt keeping that in mind. 
But when all is said and done, it must be 
remembered that the advice of a re- 
spected banker carries with it consider- 
able weight and no life insurance agent 
should hesitate for one moment to take 
ull advantage of such an opportunity. 
In another page’ of this issue appears a 
recent statement from the Continental and 
Commercial Bank of Chicago, one of 
the largest financial institutions in the 
Middle West. It will cause no little re- 
Joicing among life insurance agents in 
and about Chicago to have this great con- 
tern so definitely on their side. 

The whole subject, however, seems to 
have a deeper significance and to cause 
one to pause to consider whether or no a 


THE SPECTATO 


life insurance agent has done full duty 
in the mere sale of insurance. Is it not 
a part of his work to encourage thrift, 
whether such thrift is accomplished by 
means of life insurance or by a means 
of a bank? He purports to render serv- 
ice in the way of establishing the financial 
future of his prospect—should he en- 
deavor then to take up all of his surplus 
funds in life insurance premiums, or 
should he point out the need for putting 
part of them in a bank, where they will be 
available when needed? This thought 
might more especially apply to young men 
who are just getting a start in life and to 
whom the availability of from one to five 
thousand dollars at the proper time might 
well mean the difference between real 
prosperity or a continuation of hand-to- 
mouth living. It seems to follow that a 
life insurance agent who, in 
fashion, looks to the future of his pros- 
pect, will, at the same time, have aided 
his own future, for he will soon find his 


such a 


young client in a position largely to in- 
crease his life insurance coverage. So 
then, while banks are co-operating with 
life insurance companies and agents, the 
reverse of that proposition may be also 
accomplished to the good of all concerned. 





ROM all indications, Governor Alfred 

IX. Smith, of New York, is succeed- 

ing in his attempt to secure favorable leg- 
islative action on the bill to eliminate the 
grade crossing evil in that State. When 
this measure was first proposed, THE 
SPECTATOR commented upon it editorially 
and pointed out the bearing such a move 
would have upon the railroad accident 
situation. The suggested plan, if en- 
forced, would permit a $300,000,000 bond 
issue to defray the expenses of removing 
what has come to be a serious menace to 
vehicular transportation as well as to 
pedestrians. It is only fair to say that 
the railroad'themselves have done much to 
reduce the number of fatalities at grade 
crossings by keeping watchmen on guard, 
by widening approaches to such points, 
and by similar means. Under the lash of 
political pressure, the New York solons, 
last Tuesday, reported the grade crossing 
bond bill out of committee, the obstruc- 
tionists being threatened that, if this was 
not done, the committee would be dis- 
The measure is said to be as- 
carry it 


charged. 
sured of sufficient votes to 
through when it comes up on the floor, 


5 


Editorial 








but this is problematical. The Governor’s 
plans for the elimination of grade cross- 
ings would do much to lessen the number 
of accidents now occurring at these 
dangerous places and, for this reason, de- 
serve the support not only of the general 
public, but particularly of insurance men. 





ALBANY LEGISLATION 


Many Amendments to Compensation Law 
Being Put Through Both Houses 
Arpany, N. Y., March 25.—A big grist of 
bills amending the insurance and workmen’s 
compensation laws is being ground through 
the legislative mill this the closing week of 


the session. Progress reported to date in the 


two houses is as follows: 

Bills passed by the Senate: 

Assemblyman Wheatley, amending section 9, 
insurance law, relative to issuance of life in- 
surance contracts by charitable, religious, mis- 
sionary or philanthropic non-stock corpora- 
tions, conducted without profit. 

Assemblyman Wheatley, amending section 
210, insurance law, relative to life or casualty 
insurance corporations upon the co-operative 
or assessment plan. 

Assemblyman Wheatley, adding new article, 
insurance law, 210-a, relative to life and cas- 
ualty insurance corporations on the co-opera- 
tive or assessment plan, by requiring reserves 
not less than the minimum reserves prescribed 
in the section. 

Senator Henry D. Williams’, amending sec- 
tion 187, tax law, relative to the franchise tax 
on life and casualty insurance companies do- 
ing business on the co-operative or assessment 
plan, and remitting such taxes, payable prior 
to May 1, 1925. 

Senator Bouton’s, providing for transfer to 
the State Comptroller of moneys and securities 
in the hands of the Superintendent of Insur- 
ance, derived from old receiverships of defunct 
companies, and appropriating $250 for adver- 
tising for claimants. 

Senator Gibbs’, amending section 231, insur- 
ance law, relative to payments of benefits by 
fraternal benefit societies. 

Senator Whitley’s, amending section 23, 
workmen’s compensation law, relative to the 
time within which an appeal may be taken to 
the Appellate Division. 

Senator Truman, amending subdivision 9, 
section 15, workman’s compensation law, by 
providing for expenses for rehabilitating in- 
jured employees, not more than ten dollars per 
week to be spent for maintenance. 

Senator Truman, amending section 28, work- 
men’s compensation law, by providing that bar 
of statute of limitations shall be deemed to 
have been waived, unless objections to failure 
to file claim within one year are raised on the 
first hearing at which all parties in interest are 
present. 

Senator Truman, amending section 25, work- 
men’s compensation law, by providing that the 
first payment of compensation shall become due 

(Continued on page 31) 
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Letters from a Life Insurance Man to His 
Son 


Under the above title, Bert Swift has pro- 
duced a series of letters which is attracting 
attention among life underwriters. The letters 
contain much common sense and excellent ad- 
vice, being nominally written by an agent 
who is away on vacation, to his son who is 
conducting his life agency during the agent’s 
absence; and they contain pithy epigrarns 
which it would be well for every life insurance 
agent to carry in his mind and use in busi- 
ness. The following excerpts from the letters 
will give some idea of their character: 


You spoke about not as yet having cinched 
the H. Taber case. Don’t be too serious when 
you talk to him. Men aged forty-six are only 
grown-up boys of sixteen in long pants. He 
looks stern but likes a laugh. Talk twenty-pay- 
ment life to him and tell him that the cash 
value on a ten-year-old car will make him 
scowl, while the cash value on a ten-year-old 
policy will make him smile. 

Luck, to my mind, means taking chances the 
other fellow doesn’t. Never hesitate to call on 
a man because you think he is too big a man 
to consider life insurance. There has been 
considerable play on the word “opportunity” 
of late. I believe that Old Man Opportunity 
knocks on every man’s bedroom door at 6:30 
each A.M., but a lot of us don’t hear him. 

You write that George Browne was in and 
said he was going to drop his $20,000 policy, 
which is only two years old. Have one of our 
stenographers write the following and ask him 
to sign it: “Please do not pay my wife $20,- 
coo after September 17, 1924.” Bet he won't 
sign it nor drop the policy. 

You wrote that Doc. Leary had given you a 
tonic because you felt sluggish. Better give 
it to some prospect, and remember that a man 
is usually as lazy as he dares to he. 

To be either a successful duck hunter, or 
life insurance man, requires patience. Don't 
paint your decoys in too vivid colors, and 
don’t picture life insurance in disguise. 

You also write about competition being keen. 
Some writer once wrote that Boston wasn’t a 
locality, it was simply a state of mind, and I 
believe the same applies to competition. To 
my mind, the word competition should be 
erased from the life insurance dictionary. 

You have forty years of humanity work 
and life insurance, which is the same thing, 
ahead of you, and when you punch this world’s 
time clock for the last time may your write-up, 
which you didn’t pay for, say “He was the 
best life insurance man this town has ever 
known,” and may they scratch on your tomb- 
stone, “He never did anything mean.” 


Any life insurance man will draw inspiration 
and pleasure from the perusal of Letters from 
a Life Insurance Man to His Son. It may be 
obtained at $1 per c»xpy through The Specta- 
tor Company. 


Life Research Bureau Elects W. J. Arnette 


At the executive committee meeting of the 
Life Insurance Sales Research Bureau, held 
last week in Hartford, Conn., W. J. Arnette, 
vice-president of the Volunteer State Life In- 
surance Company of Chattanooga, was elected 
to fill the vacancy caused by the resignation 
of C. G. Taylor, assistant manager and actu- 
ary of the Association of Life Insurance 
Presidents, formerly vice-president of the 
Atlantic Life of Richmond. An announcement 
was made that Part III of the “Managers’ 





=— 


Manual,” devoted to stimulating the agency, the Pacific coast to specialize in the depart. 
would be published in a few weeks. Due to ment of group insurance. His headquarters 
a number of specific questions in regard to the will be in Los Angeles, where he already has 
conservation of business, it was announced that spent more than a year. 
the bureau will issue a revised report on this Mr. Durgan, as attorney for the large Chi. 
subject within about two weeks. It was also cago mail-order house, which is credited with 
made public that the annual spring confer- having first suggested life insurance as a whole. 
ence of the bureau will take place early in saling possibility, had a part in the original 
June. It was stated that one entire session application of the group insurance idea in I910 
will be accorded to a discussion of problems and 1o11, and later abandoned law for the life 
particularly vital to the smaller companies. underwriting field. He will assist the Pruden. 
—__—_—— tial field forces from Seattle to San Diego in 
Will Develop Group Insurance on Pacific the development of group insurance business, 
Coast for Prudential Mr. Durgan will assume his new duties oy 
The Prudential Insurance Company of his arrival in San Francisco, March 20. He 
America announces the appointment of George will reach Los Angeles to-day. His headquar. 
R. Durgan as a home office representative on ters will be there for the nonce. 








SWAP PLACES 


It is a good plan once in a while 
to swap places with your prospect. 
Otherwise, you may get too profes- 
sional and assume too much. If 
you climb over to the prospect’s 
side of the fence and get the same 
view he does, you'll start weaving 
a bond of sympathy and soon his 
thoughts and yours flowing in the 


same channel. will establish that 
relationship that will almost in- 


evitably incline him to your view- 
point. 


To think in the terms of the 
prospect will enable you to frame 
the right appeal. 


The Prudential 
Insurance Company of America 
Epwarp D. DuFFI£Lp, President 
Home Office, Newark, New Jersey 
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FREDERIC WITHINGTON MAKES 
CHANGE 
Becomes Resident Actuary of Midland 
Life of Kansas City 

Frederic S. Withington, well-known con- 
sulting actuary, whose office and headquarters 
have been at Des Moines, Iowa, has concluded 
an arrangement with the Midland Life Insur- 
ance Co., Kansas City, Mo., through Daniel 
Boone, Jr., president, by which he becomes 
resident actuary of that company, and has also 
assumed charge of its underwriting depart- 
ment. Mr. Withington states that while he has 
closed his Des Moines office, he will not entirely 
discontinue his consulting practice, being 
equipped to also conduct this from separate 
headquarters in the Midland Life building, at 
Armour boulevard and Main streets, Kansas 
City, Mo. Mr. Withington was originally con- 
sulting actuary of the Midland Life Insurance 
Company at its inception in 1900, by its 
founder, the late Daniel Boone, Sr. Since that 
time he has seen it develop into a strong and 
erowing institution, having now nearly $30,- 
000,000 of paid-for insurance in force, over 
$3,500,000 of admitted assets, and a net un- 
assigned surplus of over $182,000. 

Mr. Withington was for many years con- 
nected with the Mutual Life Insurance Com- 
pany of New York, then actuary of the Iowa 
Insurance Department for two years, after 
which he engaged in practice as general con- 
sulting actuary, with headquarters in Des 
Moines, and in 1910 became secretary and actu- 
ary of the Western States Life Insurance Com- 
pany of San Francisco, Cal., remaining in that 
capacity until 1916, when he resumed practice 
as consulting actuary in Des Moines. Mr. 
Withington is a Fellow of ¢he American In- 
stitute of Actuaries, and was a member of its 
board of governors until his removal to Cali- 
fornia. He is author of numerous papers and 
articles appearing frequently in various insur- 
ance publications, and, among other works, a 
series of Impaired Life Tables of net pre- 
miums and reserves, cost of insurance, etc., for 
substandard policies, published in 1921 and 
1923. 





Great Advances of AEtna Life Group 


The AEtna Life Insurance Company of Hart- 
ford, Conn., and its affiliated companies, the 
#tna Casualty and Surety Company, the Auto- 
mobile Insurance Company, and the Standard 
Fire Insurance Company, made great progress 
during the past year, and their combined assets 
Now amount to $2091,575,8905, with a combined 
surplus to policyholders of $44,415,342, while 
their income last year was $131,308,086. 

The seventy-fifth annual statement of the 
Etna Life Insurance Company shows that in 
1924 its premium income increased $8,105,307: 
ts assets increased $20,909,323: its surplus to 
policyholders increased $3,216,242, and its life 
msurance in force increased $374,308,718. It 
now has $245,556,619 of assets, and a surplus 
0 policyholders of $31,000,131, with life in- 
surance in force aggregating $1,967,807,468. 

The AEtna Casualty and Surety Company re- 


ports assets of $21,440,131, an increase of $2,- 
440,478, and a surplus to policyholders of $7,- 
161,485 (including $2,000,000 capital), an in- 
crease of $846,247. 

The Automobile Insurance Company exhibits 
assets amounting to $21,857,152, with a surplus 
to policyholders of $4,538,415 (including $2,- 
000,000 capital), the increase in assets having 
been $5,351,665, and in surplus $11,667. A 
notable feature of the company’s statement is 
an increase in premium income last year of 
$11,102,395. , 

The Standard Fire now has assets amount- 
ing to $2,721,993, with a surplus to policyhold- 
ers of $1,715,312, including $1,000,000 capital. 
Its assets increased $1,131,176, and its surplus 
grew to the extent of $1,027,918. 

President Morgan B. Brainard and the other 
officers of this strong and progressive group 
merit congratulation upon the excellent results 
of last year’s operations. 


Knitting Mill Workers Get Rate Reduc- 
tion from Prudential 

A new rate book prepared by the Prudential 
Insurance Company of America for immediate 
distribution to its 20,000 agents in the field, 
makes further premium concessions to opera- 
tives in cotton, woolen, worsted and knitting 
mills. 

Not so long ago—in the early days of life 
insurance in this country—workers in these 
crafts were flatly rejected as insurance risks. 
In comparatively recent years, however, suc- 
cessive editions of insurance rate books, which 
reflect the effect of improvements in working 
and living conditions in all departments of in- 
dustry, have shown a marked tendency to let 
down the bars. 


Los Angeles Life Men Meet 

Los ANGELES, Cat., March 20.—The Life 
Underwriters Association of Los Angeles held 
its regular monthly meeting last night and the 
attendance totaled 335. the first 
meeting under the presidency of A. M. Ander- 
son, and it was one of the most interesting 
yet held. Fred C. Hathaway, manager of the 
Los Angeles office of the Mutual Life of New 
York was in charge of the program, and 
arranged a number of addresses. that were both 
instructive and interesting. 

Fred S. Burgess delivered the principal ad- 
dress on “Dying Worth Par,” and in it 
brought out the fact that it was the life insur- 
ance man’s work to see that each and every 
man died worth par. This is true, he held, 
both in individual cases, in cases of business 
executives, and in estates. He pointed out the 
best methods by which the insurance man 
could accomplish the result and also told of 
the necessity of the insurance man filling his 
role in this respect. 


This was 


—Lanstnc, Micu., March 21.—Increase in its cap- 
italization from half a million to a million has been 
accomplished by the Union Title & Guaranty Com- 
pany of Detroit, the State insurance department was 
informed last week. 
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PAYMENTS TO NON-ADMITTED 
COMPANIES LARGE 
Chamber of Commerce Points Out Risks 
Involved 
Wasuincton, D. C., March 23.—Premiums 
to the extent of from $150,000,000 to $200,000,- 
coo a year are paid by American insurers to 
non-admitted foreign insurance carriers, ft is 
declared in a bulletin issued to-day by the in- 
surance department of the United States Cham- 
ber of Commerce, warning American policy- 
holders against the dangers of insuring with 

companies not subject to our laws. 

Many risks are taken by persons insuring 
with non-admitted companies, it is shown. 
Such companies are not subject to our vari- 
ous laws requiring the provision of reserves 
which, in the case of admitted companies, both 
domestic and foreign, are invested here and 
increase the prosperity of the country, while 
the assets of the non-admitted carrier are in- 
vested abroad. 

The bulletin points out that whereas a dis- 
pute over a claim can be appealed to the State 
Insurance Commissioner or made subject of 
suits in American courts, in the case of 
domestic or admitted foreign companies, dis- 
putes with non-admitted foreign companies 
must be settled by suits brought abroad, where 
foreign laws apply and where the expense and 
time involved are much greater than they would 
be in this country. 


Rockford Life’s Progress 

Substantial gains were made last year by the 
Rockford Life Insurance Company of Rock- 
ford, Ill., in various items, including a gain of 
over $200,000 in assets; one of over $180,000 in 
legal reserve; an increase of about $66,000 in 
income, and a gain of over $2,500,000 in in- 
surance in force. The company now reports 
assets aggregating $1,483,106; its legal reserve 
is $1,123,837, and its surplus $341,237. Since 
its organization it has paid policyholders and 
beneficiaries, and accumulated funds for their 
protection, amounting to $2,116,976. The com- 
pany has $100,000 in securities deposited with 
the Illinois Insurance Department. P. A. 
Peterson, the president of this enterprising 
company, as well as his associate officers, merit 
congratulation upon the year’s progress. 





Indiana Legislation 

INDIANAPOLIS, IND., March 20.—The Black- 
burn Senate bill—one of the measures on the 
legislative program of the State Insurance De- 
partment—which permits them to invest in 
American and Canadian railroad bonds and 
similar securities has been signed by Governor 
Ed Jackson. This measure was opposed at 
the session by persons who believed it would 
be better and safer to hold such investments 
to the close limits set by the old law. The bill 
also provides that the securities of the different 
Indiana life insurance companies may be de- 
posited in designated depositories throughout 
the State instead of being brought to In- 
dianapolis and placed in the office of the In- 
surance Commissioner. There was no opposi- 
tion to the provision in regard to depositories. 
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“If wishes were horses beggars would ride 








F beggars by wishing could ride they would nevertheless still be beggars. A ride 


would get them nowhere, nor would it, even to them, mean anything. 


The ride is the thing and that pre-supposes that the right to ride has been earned 
and the destination has been thought out before foot is put in the stirrup. 


But after all the old proverb has an appeal for us. Its sarcasm exposes the futility 
of wishing without working; it suggests that dreams do not come true without effort. 


The man who dreams of nothing and wishes for nothing 
The man who gets something visualizes 


It is alJ right to wish. 
generally will not work and will get nothing. 
it first, wishes for it, and then works for it. 


When General Grant told his wife that they were poor because all their property 
had been lost through the rascality of a business partner, Mrs. Grant was naturally much 
grieved. ‘‘But,” said the general, “It is nothing to compare with what it would be 


if one of the children had gone wrong”’. 


The proverb suggests that there is a “wish” in most human hearts. Serious- 
minded men and women realize responsibilities, and if in moderate circumstances, they 
wonder how these obligations can be met. ‘Therefore, they ‘‘wish’”’. 


About what does your dearest wish centre? Your children of course. If you 
live you will take care of their training and education. Your productive power will 
give them a chance in life, a chance to ride. But suppose you do not live. 


Can they in that unhappy event be educated? Can they ride? They can. They 
can by your forethought; and they will not be beggars either, and in doing it you will 
not indulge in mere dreams. Your wish will become a reality. They will know how to 
ride, whither to ride, and what to do when they get there. 


All this can be done through Life Insurance. 
Life Insurance is a real magician. 
It makes wishes real horses and the otherwise helpless can ride. 


Send for a New York Life agent. He will give you a good ‘‘mount’’ for which 
you can pay (no begging), and a destination—the protection of your dependents. 


NEW YORK LIFE INSURANCE COMPANY. 
DARWIN P. KINGSLEY, President 








NOT A COMMODITY, BUT A SERVICE 


























=—— 


CI 


Contin 
Fina 
The 

cent iss 

lication 

Bank « 

financia 

article 
such in: 
ness of 


Are | 
ent and 
for so 
insuran 
the buc 
that co 
come fi 
it. Th 
part of 
Ten do 
more es 
to prov 
for twe 
depende 

Multi 
thirds | 
principe 
terest, | 
figure | 
order t 
Then b 
by savi 
as you 

Buy 
several 
buy th 
with yc 
value o 
spect, t 
and the 
third, 
bought 
000,000 
year W; 

To b 
keep a 
by buy 


/ 
Dust 
the Cec 
notunces 
and his 
supervi 
versal 
Mr. H 
Rapids 
quarter 


John 
can B 
ville, T 
man, \ 
disease, 
Mich., 
momen 
the mo 
and wh 
denly, 
the stat 




















Ww 








25 


THE SPECTATOR 


Life Insurance 








March 26, 192: 
CHICAGO BANK PRAISES LIFE surance Company and was largely instrumental TAKING HIS PLACE 
INSURANCE in changing the title of the Cloverleaf Life In- New Folder Graphically Demonstrates the 


Continental and Commercial Bank Biggest 
Financial Institution in Middle West 


The accompanying article appeared in a re- 
cent issue of the Service Station News, a pub- 
lication of the Continental and Commercial 
Bank of Chicago, Ill, which is the largest 
fnancial institution in the Middle West. The 
article is an indication of the good will which 
such institutions are exhibiting toward the busi- 
ness of life insurance: 


INSURANCE AND Your BunGET 
By ArtHur RAFF 


Are you budgeted to take care of both pres- 
ent and future? Your family will be provided 
for so long as your earnings continue and life 
insurance will provide for the continuation of 
the budget. When that part of your income 
that comes from your earnings ceases, the in- 
come from your insurance will help to replace 
it, There is no other way in which a large 
part of your earnings can be so easily replaced. 
Ten dollars a month is enough to buy $5000 
more estate in the form of insurance, or enough 
to provide an income of almost $40 a month 
for twenty years to your widow, child, or other 
dependent. 

Multiply your earnings by sixteen and two- 
thirds to learn your own value. You are the 
principal upon which your earnings are the in- 
terest, in this case figured at 6 per cent. Now 
figure how much more your estate must be in 
order to provide for your dependents properly. 
Then build toward what your estate should be 
by saving and buying life insurance as quickly 
as you can pay for it. 

Buy insurance as quickly as you can for 
several reasons: first, because the earlier you 
buy the less it costs you, the cost increases 
with your age: second, because the larger the 
value of your estate, the greater your self re- 
spect, the greater vour confidence in yourself, 
and therefore the greater your earning ability: 
third, because insurance cannot always be 
bought when you want it. More than “$700,- 
000,000 worth of insurance applied for last 
year was declined by the insurance companies. 

To bring happiness to yourself and family, 
keep a budget and provide for its continuance 
by buying life insurance. 


Appointment of C. C. Hoskins 

Dusvove, Ia., March 21.—C. C. Hoskins of 
the Cedar Rapids Life Insurance Company an- 
nounces his resignation from that organization 
and his subsequent acceptance of the agency 
supervision of Western Iowa with the Uni- 
versal Life Insurance Company of this city. 
Mr, Hoskins was connected with the Cedar 
Rapids for twelve years. His new head- 
quarters will be in Fort Dodge. 


John F. Wochholz Dies 


John F. Wochholz, director of the Ameri- 
can Bankers Insurance Company, Jackson- 
ville, Tll., and prominent Michigan insurance 
man, was stricken by an attack of heart 
disease, last week, at his home in Albion, 
Mich. which resulted in his death a few 
moments later. Mr. Wochholz arose early in 
the morning apparently in the best of health 
and while drawing his bath was overcome sud- 
denly. He was a large personal producer on 
the staff of the Penninsular Guardian Life In- 





surance Company. He also figured in the sub- 
sequent merger with the Cloverleaf Casualty 
Company. At the completion of the consolida- 
tion he was appointed a director and on March 
1 became a director of the American Bank- 
ers. His loss is keenly felt by a host of 
friends and business associates. 





Tri-State Congress 

(Concluded from page 4) 
Mutual Life Insurance Company, who ad- 
dressed himself to the topic, “The Practical 
Side of Selling.’ His talk was distinguished 
by its epigrammatic character, some of them 
being as follows: The best agent is not the 
best talker but the man who can make his 
prospect talk; ideas sell insurance; man is 
insured, anyhow—it is only a question of 
whether an insurance company pays the claim 
or his family: Get your prospect to do what 
you want him to do and think it is his own 
idea; ete. 

Oliver Thurman, superintendent of agencies 
for the Mutual Benefit Life Insurance Com- 
pany, made an excellent talk on sales methods, 
the brunt of his talk being to show that the 
salesman must have a real idea in making his 
approach, after which it will be a compara- 
tively simple matter to make a sale. He led 
up to this thought by showing that all men 
are governed by certain inhibitions, among 
which is the fear of losing property once 
acquired. The problem of the life insurance 
agent is to develop the sense of human life 
values so that men will come to fear the loss 
of them, just as though they were real prop- 
erty. Mr. Thurman recommends the use of a 
chart, drawn at the moment, which shows that 
a man’s earning power increases rapidly be- 
yond a certain age. This idea at once brings 
his attention to the fact that he needs a large 
amount of insurance to cover it. 

The address of Edward Gray, vice-president 
of the Prudential Insurance Company of 
America, will be found elsewhere in this issue 
of Tue Sprctator. Mr. Gray frequently 
interpolated his address with certain witticisms 
which were much appreciated. 

The congress closed with address by Leroy 
A. Mershon, deputy manager of the American 
Bankers Association, and the Honorable 
Benjamin H. Ludlow, who is said to be the 
youngest and one of the most brilliant legis- 
lators in Pennsylvania. 


Methods of Compensating Salesmen 
Among the services given by the Metro- 
politan Life Insurance Company, New York, 
through its Policyholders’ Service Bureau, is 
a series of leaflets devoted to Methods of Com- 
pensation, the first of which deals with 
Methods of Compensating Salesmen. It tells 
of various methods used by different concerns 
and types of business houses, and sets forth 
the advantages and disadvantages of the re- 
spective systems. 


Value of Life Insurance in General 

The reason why some insurance companies 
have not met with complete success ig adver- 
tising the theory and benefits of life iftsurance 
to the public, is that the material they employ 
does not convey its message with~ sufficient 
rapidity and force. One effective means of 
achieving the desired end is a new folder, 
entitled “Taking His Place,” which has just 
been published by The Spectator Company. 

This folder consists of only four pages and 
tells its story rather by illustration than by 
words. It depicts a husband presenting his 
wife with an insurance policy on his life, and 
then shows the widow, after the hushand’s 
death, contemplating with gratitude the life in- 
surance contract which has become her main 
source of income. “Life Insurance Carries on 
After the Provider’s Gone!” is the pertinent 
and concise sentence which concludes the 
folder. 

It is a well-known fact that optical appeal 
is stronger than any other and this new folder, 
called “Taking His Place,” utilizes that axiom 
to the best possible advantage. No man or 
woman who sees the illustrations presented in 
“Taking His Place” can fail to be instantly 
impressed with a realization of the necessity 
for taking out adequate amounts of life insur- 
ance. Being of a convenient size, the folder 
is suitable for enclosure with premium notices, 
company announcements, etc., and none who 
receive it will miss its appeal. “Taking His 
Place” may be obtained from The Spectator 
Company at the following prices: Sample 
copy, 10 cents; 50 copies, $2.50; 100 copies, 
$4.50; 500 copies, $18: 1000 copies, $30; 5cn0, 
copies, $120, and 10,000 copies, $225, 





A Managerial Opportunity in Indiana 


An unusual opportunity, for a man of man- 
agerial caliber, is offered in an advertisement 
printed elsewhere in this issue. The National 
Life Insurance Company of the U. S. A., Chi- 
cago, Ill., desires to learn of a man who can 
handle its business in Indiana—one who is 
thoroughly qualified and has ambition and 
initiative. Indiana produces and contains vast 
values in farm and industrial properties, and 
is an ideal field for life insurance salesmen. 
The National Life of the U. S. A. issues excep- 
tionally desirable contracts, and the opening it 
advertises will not only give a qualified agency 
manager liberal present compensation, but con- 
tains gratifying possibilities for the future. 
The five point complete protection policy, issued 
by the National Life, is an up-to-date contract 
providing for various contingencies in the way 
of accident, sickness and death, which are 
liable to assail the average man, and is a most 
attractive contract for the salesman to offer. 
Albert M. Johnson is president of this pro- 
gressive company, Robert D. Lay is its vice- 
president and secretary, and Walter E. Webb 
is its vice-president. 
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INTERESTING TO THE MAN WITH VISION 


A Lifetime Opportunity for a Man 


The Eleventh State. 
Over 3,000,000 population. 


Over $3,000,000,000 value in farm lands. 
Over $500,000,000 annual crop value. 


as Agency Manager for 


INDIANA 


Over 8,000 manufacturing establishments. 


Over $4,000,000,000 annual value of manufactured 


products. 
Over $500,000,000 annual industrial payroll. 


A HUGE EMPIRE OF DIVERSIFIED INDUSTRY 


National Life Insurance Company 
of the United States of America 


ALBERT M. JOHNSON, President 
Established 1868 





$5,000 


$25 
$25 


$50 


$5,000 


$2,500 


$5,000 





Five Point Complete Protection 


PROVIDES 
In event of natural death. 


$10,000 In event of accidental death. 


Per week for 52 weeks while 
confined by sickness. 


Per week for 200 weeks while 
disabled by accident. 


Per month for life should 
disability be total and be- 
come permanent. No fur- 
ther deposits by policyholder. 
No deductions from face of 
policy to offset benefits re- 
ceived under this clause. 


For loss, by accident, of both 
eyes, both hands or both feet 
—or one hand and one foot, 
and an income of $50.00 
monthly. 


For loss, by accident, of one 
eye, one hand or one foot. 


For insured, on endowment 
at age 60 or 65 plan, when 
old age comes, besides all the 
other benefits as he goes 
along. 


——= 





The Man We Want 


COMPLETE PROTECTION 


A preferred low cost service for Life policyholders. 
it easy for Agents to succeed because of 








More sales per Interview. 

More commission per sale. 

More satisfied Living Policyholders. 
Less Lapses. 


COMPLETE PROTECTION 


been with us from ten to thirty years. 


will have an unusual Life Insurance proposition to build with. 


Makes 


is one of the reasons why 65% of our Agency Managers have 





The Man We Want 


is not ordinarily interested in advertisements—has a 





the limits of his present position. 
willing to do a reasonable amount of traveling. 
lieve in his ability to secure and manage men. 

a record of reliability. 














A Progressive Old Company for Ambitious Young Men 


connection at this time—but is ambitious and able beyond 
The man we want must be 
He must be- 
He must have 
He is between 27 and 40 with a real 
desire to be Agency Manager for an old reliable Company. He 
will operate under a liberal arrangement providing for imme- 
diate compensation with exceptional future possibilities. 


good 








This is a real opportunity for a real man—are you that man? 
ROBERT D. LAY 


Vice-President and Secretary 


— WALTER E. 


Vice-President 


29 South La Salle Street, Chicago 


Over One Hundred Sixty Millions of Insurance in Force 


WEBB 
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TRANSACTIONS OF TEN LARGEST LIFE INSURANCE COMPANIES 
An Analysis of Annual Reports for 1924 


The following valuable tabulation has been compiled from the annual statements of the ten largest life insurance companies of the United States, each having more than $1,500,000,000 
in force, as filed with the New York Insurance Department for the year ending December 31, 1924. 


——_—_-——Industrial Companies— 



































































































Mutual North- 
Aetna Equitable Mutual Life New York westera Travelers John Metropoli- Prudential 
Life New York Benefit New York Life Mutual Hancock tan 
Admitted Assets aes es 
Real Petate... . «0000-02 een ewes 2,111,768 20,926,906 2,903,133 10,829,592 7,314,033 2,365,361 8,184 431 9,616,638 = 27,710,363 | 14,656,189 
Mortgage loams........--+++eese- 86,475,202 236,320,132 164,644,799 136,814,061 298,565,140 272,951,417 83,878,825 178, 009, 172 709,536,506 505,737,358 
Bonds owned........--+-secceces 68,454,268 334,213,051 129,223,110 447,669,606 540,668,609 233,673,185 108,533,706 99,113 023 689,246,795 548,903,639 
Stocks owned. . sac e cece cece 12,874 467 4,754 279 UcwAene. “haadeewa  —#eaemests 5 542°756 7,186,842 274) 686 4,307,413 528,180 
Collateral loans. . et cok cn ace arg 165,000 23,500 0 U0) eee 1,495,290 Pe ree Pear ¥ seeeee es nee eee = 300,000 
Prem. notes, loans to pol’ders...... 23,090,285 99,61 4! 568 73,282,291 95,212,736 168,308 447 96,929,854 32,856,281 27,954,264 114,647 449 76,640,142 
Cash in offices and banks, etc..... 7,773,588 4,574,027 21444 999 5,382,287 5,693,952 4.011.511 3,781,824 1,892,801 16,536,513 10,675,454 
Deferred and unpaid premiums.... 6,373,932 14,074,072 6,890,131 8,088 ,606 17,122,517 10,990,300 10,219,432 7,972,448 39,148,146 20,520,981 
Accrued interest and rents........ 4 467 ,010 11,121,421 7,884,119 10,066,905 16,728,222 10,537 656 3,805,514 8,364,022 27,041,163 18,386,318 
Total admitted assets............ a211,785,520 725,611,956 388,872,505 714,063,793 1,055,896,210 632,002,040 258,446,856 333,197,054 1,628,174,348 1,196,348,261 
Rial Valle Over Market VAIN. 6cc5 Sitka  sdecanua. 9 -ecientwas 7,805,328 18,647,969 oy 3, aS 173,777 475,359 697,010 
Assets not admitted.............. 750,18 5,880,532 1,827,208 10,794 432 25,312,852 4'607,100 1,364,752 2,851,324 8,504,914 7,663,439 
Liabilities 
Policy reserve. ........ssseseseee 170,256,700 601,796,515 336,998,257 599,524,582 820,467,244 536,631,894 228,966,068 286,905,213 1,456,823,544 1,075,333,705 
Reserve on supple. co ntracts. 4,553,428 12,688,196 10,389,503 8.441,0 18,812,052 16,114,369 9,443,566 1,111,478 8, 864,163 6, 28,918 
Poliey CUMS. pes ne oriadeeds 1,462,517 4,732,239 1,366,756 6, 272,5 8,740,069 1,941,280 3,000,673 1,000,120 5 "424 382 7,110,339 
Divds. apportioned for 1924....... 2,440,439 35,183,060 15,714,771 37 ote 5025 54,136,792 27,092,345 468,341 9,400,000 20, 780, 798 20,628,536 
Set apart for deferred divs........ 6,674 ,524 5,060,741 418,138,092 512,503 7,108,161 44 220,515 269, 814 102,859 17, 351, 842 18 878 All 
Unassigned funds..........-..00- 2U280270 SIGTS2AT ecccccs 0M GIO2Z582 612 — cencews 12,727,980 27,607,275 91,088,071 247,050,759 
Unpaid divs., divs. to accumulate, man 
GHEE HADINGIES . 650 ciivce sss cere ese 5,108,633 16,013,438 6,265,126 8,038,097 44,049,280 6,001,637 3,570,414 7,070,109 27,341,548 20,517,593 
Income 
Premiums on new policies......... 8,674 258 21,474,515 7,041,804 15,030,867 26,378,184 10,432,255 1,569,148 5,400,035 33,112,594 18,888,413 
Renewal premjums...........e.0. 31,622,844 89,167 494 38,722,911 69,459,760 122,320,409 61,937,864 48,040,040 456,928,596 @322,719,999 6257,941,059 
Divs, ap. to pur. paid- -up i See 60,257 4,083,024 871,05 6,255,331 4 426,518 2,937,904 24 406 235,598 574,744 383,664 
Divs, ap. to pay renew prem,...... 1 550,461 15,268,087 12,394,038 16,499,865 19,119,632 18,594,740 26,951 4,987,065 9,052,623 9,504 835 
Sur. val. ap. to pay renew prem,... 10,581 295,079 41,577 1,083,361 Reena. cee 21 926 120 146,534 we ee eee 
Sur. val. ap. to pur. paid-up ins 232 (945 ) goer jy lak eee PE Oey SORSIG oSdtsceae © he Sees ao 
MRRUNES oo oid ones toe eGo cee awe cela one 2,172'488 5 75 137,299 2,082,377 1,010,867 159,049 130,694 1,938,051 1,461,572 
Prem. for dis., doub. indemnity 1,504,790 5 ‘002 041 Peres 3,576 824 7.529.617 107,161 364,811 3,458,509 2,531,505 
Total premiums... ‘te 45,828,624 142,073,269 59,208,685 113,987,385 181,119,759 94,168,973 68,849,845 371,003,054 290,711,048 
Received on supple. contrac ike sce 1,050,886 2,923,130 2,664,852 "S68, "570 1,763,607 3,062,418 166,131 1,066,621 2,794,095 
Interest on mortgages. .......ee0. 4,600,170 10,787, 296 8,185,115 7 164,372 14,881,905 14 283,783 9,383,831 35,537,127 24,871,576 
Juterest on bonds and stocks...... 3,344 324 15,7 32,040 5,418,036 20,357,256 26,165,784 10,156,516 4,030,421 31,140,478 24,569,765 
Interest on other securities ....... 1,489,278 5,416,060 4,282,630 5,276,177 8,506,307 5,523,525 1,390,233 6,818,895 3,891,130 
WUE oem ore oternSiersiecorenccioleera oa ei 159,403 751,148 269,540 1,471,479 944,344 362,624 647,617 4,423,351 1,819,516 
Total interest receipts...... 9,593,175 32,686,544 18,155,321 34,269,284 50,498,340 30,326,448 11,630,324 15,452,102 77,919,851 55,151,987 
Ail other tHemne 6 o.6: oie cea ca xe 59, yw 1,704, 283 _ 392,858 2,802, 048 6,475,719 516,601 816,813 694,334 2,672,062 852,927 
"HOtAL COME: 5.6.0:<.010:<6,0:050008 56,532,262 179,387 226 80,421,716 151 927,2 239,857,425 128,074,440 77,870,104 85,162,412 452,661,588 349,510,057 
Disbursements 5 
Death losses paid. ........00esceses 14,874,991 32,758,874 15,627,907 31,615,941 36,775,326 23,526,654 15,287,661 15,913,754 68,294 687 52,994,966 
Matured endowments. ........... 3,709,481 17,166,884 2,986,586 10,201,767 21,600,154 6,807,936 2,482546 2,834,050 29,232,149 8,631,848 
PAURRME S ayo ct ci sice <isein se somteratt oaks @ 710,698 1,749,629 128,107 2,426,748 £42,051 210,980 580,681 7,592 656,011 562,608 
SHPEOIMICE VANES os... occ ccsceiewclece 4,726,527 17,402,484 8,371,201 29,739,293 25,233,617 12,398,395 5,987,127 48,657 26,113,585 17,495,594 
DVRS eo ook aula cis eee 2,433,790 3,844,548 15,405,547 —- 337,627,794 b82.403.408 25,157,141 203,988 6,272,136 27,433,733 40,437,716 
Disability and double indemnity 875,396 PAIGEOE | esa 1,158,333 2,838,763 12,610 1,047,672 87,470 1,395,039 2,562,925 
Total to policyholders...... 27 330,883 108, 397,851 42,519,348 112,769,876 169,693,319 68,113,716 25,589,675 32,863,659 153,125,204 
Paid on supplementary contracts. 314 547 2 2,393 379 1,032,974 951,325 1,335,574 1,327,110 1,189,889 123 ‘403 689,251 
Comm. and agency expenses. é 14,684,502 ¢23,971,882 10,280,044 10,355,994 12,810,210 69,150,752 548 
Med, ex. fees and insp. of risks. p 888 434 1,343,312 405,240 617,458 631,713 2,931,800 1, 301,584 
Sal. of offi, & home offi. empl : 1,128,002 3/881 ,676 1,177,204 2,656 667 4,767,120 1,658,458 2,227,155 2,643,236 11,918,602 6,785,673 
Rents. ERS Sse wereiinielr anaes adie ea ae 401, 841 1,336,614 214,245 985,666 1,058 216 325,698 768,810 1,004 295 3,447,421 2,167,642 
UC a el a 74/344 98.918 21.307 72,250 87,345 17,116 103,097 242,679 800,357 200,313 
Other management expenses....... 1,270,946 2,315,728 400,931 1,265,512 1,889,097 925,611 1,490,119 1,609,317 4,972,217 3,104,618 
Total management >.) ) ee “9 903 800 2 36 8,465,064 20,553,031 33,116,972 13,612,167 15,562,633 18,941,450 63,502,678 
PR organ rie Senna se ameaasies 1,276,146 3, 660, 766 2,146,128 2,766,766 4,020,915 3,346,772 1,528,259 1,767,894 6,746,242 
Repairs and exp. on real estate. 224159 26,713 74,738 477,629 263,605 179 296 259,644 169,795 702,250 
RE MEE esrb es Sis seu. ara! Sohn oelaveieia lara ece 659,361 al 552° 12. re errs 854,637 Peeee =e cewnwars OLOORRGS: kk kczncs 1,068,722 
Total misc’l disbursements. 12,378,013 35,970,006 11,718, 904 25,603,388 39,260,235 18,465,345 19,540,990 21,002,542 109,815,653 73,905,097 
Total disbursements. . . . 39,708,896 144,367,857 54,238,252 138,373,264 20895: 554 86,579,061 45,130,665 53,866,201 262,940,857 196,590,754 
Income saved . 16,823,366 35,019,369 26, 183,464 13,554,023 30,903,871 41,495,379 32,739,439 31,296,211 189,720,731 152,919.303 
* 85,683 188,798 45,324 123,249 262,901 71,888 106,334 108,279 489,164 335.221 
7 377 Ta. chamsncewer | | eeeeeee || eee || eee 9 8 376 
Poses ey: | sacadavuaden J daeawans. | .Sinegpauhe § S¥emeeen: Juaaeewe: cur eee aes 659,763 3,964,372 
New insurance written, * 309,371,563 627,920,952 212,507,795 426,577,372 751,756,315  323,029,97 419,951,808 182,798,115 948,717,472 
paid-for basis ¥ “TAPGSG 207%  -4S5ORKG bene | ascents | eaceeen 9 eae 114 268,627 825,800 218,392,713 
FONGMRE LT, "So eaeeucrs liheac games |) —-itdatcemmen on @iidnecadeer lene a Loa ~ececese 153,758,024 828,585,716 
6 1,643,348 265,485 12,395,632 9 951,659 3,389,190 $072,763 5,732,000 143,650,166 
Insurance revived and t Saepen ee ASAI (liccecde: 9 waeeteasd ebvedene> “ommepaus 47,629,607 14'850 46,722,041 
increased (net te eA Miser eam Bin nara es Emme ee ee ee 23,493,532 144,122,210 
* 360,914,411 632,260,335 761,707 974 6,419,16 424 0: 24,571 188,530,165 1,092,367,638 683, 860,825 
; i] 173,766,156 88 ,007 1063 Seis. | waauae 161 898, 234 840,650 265,114,754 66,239 379 
Total new issues TVS > §6“Aigtiaaares | (eataraien cre aay, otra ad See ee ere vavaelas 177,251,556 972,707,926 1,027,644,483 
* 69,424 97,618 164,411 39 342 48,354 52,043 331,710 182.796 
t 111 Ce ~ ieee Mra ee a cae aa aee ee WO eee kere 126 48 
] : Pahetes- Feo teeke at ieeleces)  pSumeeae  Vodanden ss ere 480,669 2,857,315 1,937,698 
Nsurance terminated - 136,309,166 292,743,363 050,751 247,742,587 192,101,170 85,546,136 495,111,200 284,084,692 
7 24,062,683 Seow ' cenesedn ) ) adeewetas 16,840,248 2 "400 20,234 573 4,521,609 
BOIOUBE.<T ree Oecddexne,  ‘kdgeeaue urns saseccen ll) Uae sadaie |e secre a lerreeemee 112, 662, 142 530,613,846 476,514,371 
* 378,779 129,401 412,956 1,056,973 82,101 762,161 4,090,538 2,485,657 
Policies T 1,891 Dee’ vensced ul koe sree 2,789 8 1,902 550 
Insurance in force , paid- t 
for basis........ } * 
|Amount + 
Net gain in amit. in force. ¢ + 
+ 


* Ordin: iry business. 
dustrial insuranc e, 


Mutual Benefit —a Dividend as follows: 


a gjncluding security fluctuation 
5 paid on p olicies traasferred to foreign companies. 
) asscts (including $10,00,000 capital), accident branch. 
415 industrial premiums, 
989 industrial premiums. 


$30,781 ,64 
cluding’ $70,549 29 
} Includes $179, 233, 
6 Includes $17 S443 


a; 


344,866,967 
623,030,501 


b Includes 


3,318,489,161 


"532, 299" 991 
339,516,972 
64,697,713 


3,008,991,612 


1,784,000,311 





130,722,529 


c Includes $2,071,643 paid Ny lic, 
b Incudes $1,000,( 00 dividend. 


$5,824,369 for health and welfare work. Prudential— a Includes 


ES 


318,374,391 


6 Includes $600,000 dividends to stockholders. 
Suspended mortality, $9,287,668, div idend equalization, $84,579; security fluctuation and real estate depreciation, $8,765,845. 
and general contingency fund, market value basis, $101,212,612; reserve for future expenses on paid-up annual dividend policies. $1,370,000. 








189,805,746 


2,050,905,288 
764,393 244 
231,923,401 
145,057,986 


4,352,592 
1,124,466,387 
838 250 
906,884,758 
102.984. 029 
838,250 
64, 589, 414 





TG lmpany transacts group insurance, in this case the first item relates to or: jinary insurance and the second group insurance. 
where such company also transacts group insurance the first item is ordinary, the second, group, and the third industrial insurance. 
Aetna Life—a E ‘xclusive of $33,771,099 assets of accident granch, 


28,355,204 


24,671,441 
5,307,887,075 3,493,36 p 


862.347, 295 149,§ 
4 352,250,399 4,506,: 






597,256,438 399, 
244'880;181 hae! 
442,094,080 551, 


¢t Company transacts in- 


Equitable Life—a Includes $7,000 dividends to stock holders. 


New York Life— 
6 Includes 


d Includes $114,702,036 business transferred to foreign con panies. Travelers—aEx- 


‘John Hancock—a Includes industrial premiums 


go 





Metropolitan Lif 


$2,006,000 capital of which $1,890,088 is held by trustees. 
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INSURANCE IN FORCE 
ADMITTED ASSETS (PAID FOR BASIS) 

December 31, 1909................... $602,702 $992,000 
Eheowemmer 31, 1992. ..........60.scens-. 1,247,205 14,857,356 - 
December 31, 1915................... 2,157,866 35,472,934 - 
December 31, 1918................... 8,586,676 75,806,544 oa 

December 31, 1921......... 6.62.05... 10,860,821 103,680,051 
December 31, 1923................... 13,941,836 115,651,301 ee 
December 31, 1924................... 15,730,520 132,045,179 acl 
inbitee 
he hon 
LEGAL RESERVE TO PROTECT POLICYHOLDERS ..... $13,882,188 . 97 oot 
bending 
most st 
SURPLUS PROTECTION TO POLICYHOLDERS ABOVE =. 
Be ey: a rr a nr 1,476,769 .94 gs T. 
by she 
fel re 
benefits 
Attractive policies with all up to date features. Liberal contracts bine 
to reliable persons direct with Home Office. “The - 

| 
Operating in Texas, Louisiana, Oklahoma, Mississippi, Arkansas, 

Missouri, Kansas and New Mexico. A 
1 
Vite 
1851 
celle 
net c 
GREAT SOUTHERN LIFE - 
grow 
past, 
INSURANCE COMPANY mn 
a spi 
of tl 
HOUSTON TEXAS DALLAS x 
Ma 





























Ursday 


=—: 


ELEE Ey, 





March 26, 1925 


THE SPECTATOR 





Life Insurance 














unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








MANHATTAN LIFE’S DIAMOND 
JUBILEE YEAR 
In August This Fine Old Company Will 
Celebrate Its Seventy-Fiith 
Anniversary 


Three quarters of a century ago, on August 
1, 1850, the Manhattan Life Insurance Com- 
pany of New York began business, so that in 
August next it 
jubilee, and its leading agents will gather at 
office for that auspicious event. 
and field staffs are 
bending their energies toward making 1925 the 


will celebrate its diamond 
the home 
Meanwhile, the officers 
most successful year of the company’s long 
been set 
aside as Lovejoy month, in honor of Presi- 
dent T. FE. Lovejoy. 


and honorable history. March has 


The correspondence course recently started 
by the company has aroused much interest and 
over one hundred and fifty of the company’s 
field representatives are enrolled to secure the 
benefits of that course, which is one of the 
company’s latest 


innovations in the way of 


helping its men to render real life insurance 
service to their clients. 


he Manhatia °° 
The Manhattan Life, though a stock com- 

















A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. To-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 

Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 








pany in form, now issues only participating 
policies and dividends on the $100,000 of stock 
Up to December 
accumulated, in 


are limited to 7 per cent. 
31, 1924, the company had 
addition to its policy reserve of $17,254,570, 
and other reserves, a surplus as to policyhold- 
ers of $1,320,438, this sum including capital, 
$100,000; asset fluctuation and other funds, 
$550,000, and contingent reserve, $679,438, its 
total assets being, $19,201,065. Since its organ- 
ization this reliable and conservative company 
has made an excellent record in that its pay- 
ments to policyholders, plus the amount now 
held for their benefit is $117,721,023, which is 
equivalent to 107 per cent of the total pre- 
miums paid in by policyholders. 

1924 the Manhattan Life 
earnings and 


During the year 


had very satisfactory interest 
mortality rate, and made increases in surplus, 
The 
resources of the company embrace excellent 
worth $3,- 


insurance in force and premium income. 


assets, including bonds and stocks 
122,103; loans on mortgages to the amount of 
$6,654,376; real estate appraised at $4,046,089; 
cash 


loans and iiens on policies, $3,903,159; 


on hand and in banks, $567,724 deferred pre- 
miums, interest and rents, due and accrued and 
other assets, $607,311. 
The officers of this 
esteemed old company are the 
President, Thomas FE. Lovejoy; vice-president, 
John F. Roche; secretary, Melvin De Mott; 
comptroller, Frank D. Kirven; actuary, Walter 
N. Stanley; assistant secretary, Alfred P. 
\cMurtrie; assistant secretary, Harvey R. 
Halsey; cashier, Frank W. Lynch; superin- 
tendent claims department, William N. Steb- 
bins medical director, G. Holbrook Barber, 


M.D.; counsel, Philip J. Ross. 


strong and highly 


following : 


Roosevelt Life Two Months Old 


The Roosevelt Life Insurance Company of 
St. Paul, Minnesota, announces that on March 
6 it had completed two months of active opera- 
tions. At the end of that period it had, ex- 
cluding all rejections, postponements and can- 
cellations, policies issued and applications 
pending with settlements on them for $1,016,- 
500. Within this time this organization has 
already established ten general agencies, which 
are all producing business. 
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MISSOURI STATE LIFE AGENTS MEET 


Robert C. Newman Heads List of Speak- 
ers—Excellent Program Presented 


St. Louis, Mo., March 19.—The most suc- 
cessful convention of the $100,000 Club in the 
history of the Missouri State Life Insurance 
Company was held at the home offices of that 
company on March 16 and 17, approximately 
150 agents from various parts of the country 
attending. 

The Quarter-Million Club of this company 
will meet in Havana, Cuba, opening on April I. 

On the opening day President M. E. Single- 
ton opened the program at 9 a.m. with an ad- 
dress in which he reviewed the work of the 
past year and the outlook for the future. He 
predicted that 1925 will prove one of the big- 
gest years in the history of life insurance and 
urged all agents present to win a full share in 
this prosperity by hustling from morning to 
night to write more insurance. 

Robert C. Newman, president of the Quar- 
ter-Million Club of the company, a personal 
producer of approximately $3,000,000 annually 
was the next speaker, his subject being “Self- 
Development.” He gave the agents some valu- 
able pointers on building up their personal 
business. 

Others on the program for March 16 were: 
“Health Insurance,” John J. Crowley, second 
vice-president; “How Accident Sales Have 
Helped Me,” H. S. Coil, manager, Cincinnati, 
Ohio, branch; F. M. Deuchler, St. Louis, and 
J. L. Duncan, Wichita, Kans., 
spoke on “Program Selling.” 


” 


manager, 





American Life 
Reinsurance Co. 


OFFICES 


DALLAS 
HOME OFFICE BUILDING 


CHICAGO 
29 S. LA SALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D. STRUDELL, Vice-President 
MORTON BIGGER, Secretary 
W. SIMPSON, Medical Director 
BERT H. ZAHNER, Chicago Mgr. 
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10,000 Strong 


The high regard that the Liverpool & 
London & Globe enjoys in insurance is 
a reflection of the harmony that exists 
between the company and its agency 
body. 


The home offices have always done 
their utmost to smooth the road for the 
agent holding an L. & L. & G. commis- 
sion—no problem is ever considered too 
intricate or too small. 


The result is one of the finest agency 
organizations in the country—10,000 
strong—and each and every one is 
strong for the L. & L. & G. 
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lof tulips in bloom. Some people 
|say he knows more about flowers 
than he does about insurance 
but we guess it is an even break, 


Editorial 


Over two billion dollars worth 
of automobiles were manufac- 
tured in the United States last 
year, according to figures pub- oS 
lished by the National Automo- New York Meeting 
bile Chamber of Commerce. Presidents and _ secretaries of 

Some were insured in the Ohio | five eastern associations of Ohio 
Farmers. Many were insured in| Farmers agents met in New York 
other good companies. But if|City on Friday, February 27. 
the truth were known, we would | President Hawley, Secretary 
find that a surprisingly large|Crane, General Agent Schultz, 
number of new cars were not in- | Officials of the eastern general 
sured at all. The Ohio Farmers |agency, and fieldmen were also 
wants its agents to help correct | present. 
this situation. Let’s insure all} It was a darned good meeting,| . 
the new cars this year even|/especially so because the ten 
though we miss a few of the|local agents present prophesied 
old ones. a good year for the Ohio Farmers 


Mr. Schultz’s Tulips The automobile department of 
If this mild, spring-like weather |the Ohio Farmers Insurance Co, 
continues, Mr. E. K. Schultz, Ohio | wants to give the best service pos- 














{delphia, will soon have thousands | Just ask—and you shall receive. 


Farmers general agent at Phila- |sible to agents and policyholders. 
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TORNADO els AUTOMOBILE 
USE AND {x SPRINKLER 
OCCUPANCY LEAKAGE 


UNITED STATES BRANCH 
110 William Street, New York 


Horatio N. Kelsey, Manager 
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FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 
Charter Perpetual 

MABE ates. wiocic e cice ais acsiale's wi aletes wrieina vise $1,000,000 

PO EE AIR ICO Ce L 16,569,962 

Reserve and other Liabilities. .......... 10,497,543 

Pei MNO os 65c gcc cers dod) s.0 ow 8 OS be 'awiale 5 072,419 

Surplus to Policy Holders. ...........++ 6,072,419 


E. C. IRVIN, President. ' 
T. W. COCHRAN, Vice-President. | 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasveef- 
R.N. KELLY, JR., Ascistant Secretary. 
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i 
SURVEYS PROGRESS 


National Fire Waste Council Meets 








INTER-CHAMBER WINNERS 
ANNOUNCED 
¢. H. Waterbury to Speak on Prevention 
Activities of National Wholesale 
Druggists 

Wasurncton, D. C., March 25.—A survey 
of the progress made during the past year in 
the unending struggle to check the ravages of 
fre in the United States will be taken at the 
spring meeting of the National Fire Waste 
Council to be held at the Chamber of Com- 
merce of the United States to-morrow. 

The winners and honor cities in the 1924 
inter-chamber contest will be announced at the 
meeting bv George W. Booth, chairman of the 
contest grading committee, and reports of the 
work accomplished in various fields of fire 
prevention activity will be submitted. 

The members of the council will be received 
by President Coolidge at the White House dur- 
ing the afternoon. 

The chairmen who will submit reports are: 
T, Alfred Fleming, speakers’ division; Eugene 
Arms, information and publications division; 
Richard E. Vernor, contest entry division: C. 
L. Topping, arson committee; Dana Pierce, 


membership committee; Franklin H. Went- 
worth, field service committee: Walter F. 
Shaw, trade association committee. 


General Manager W. E. Mallalieu of the 
National Board of Fire Underwriters has pre- 
pared a paper on the subject. “Fire Prevention 
in Trade Associations.” A recent survey made 
by the trade association committee of the coun- 
cil indicated that more than 82 per cent of the 
organizations replying to a questionnaire dis- 
tributed by the committee were desirous of 
knowing the loss records of their industries 
and in information 
elimination of fire hazards. 

C. H. Waterbury, secretary of the National 
Wholesale Druggists Association, will speak 
on the fire prevention activities of his associa- 
tion, one of the pioneers in reducing the fire 
hazards of its members’ plants. 

The interest of the motion picture industry 
in fire prevention will be the subject of an ad- 
dress hy Hickman Price, assistant to the presi- 
dent of the Motion Picture Producers and Dis- 
tributors of America. This organization is 
doing considerable work not only along educa- 
tional lines for the benefit of the entire public, 


but also in remedying hazardous conditions 
which exist 


utilizing regarding the 


in its own trade. 





Pilot Reinsurance Organizing 

The Pilot 
York is now 
Articles 3 


Reinsurance Company of New 
in process of organization under 
and 4 of the Insurance Law to 
transact a fire and marine business. The new 
concern will commence operations with an 
intial capital of $400,000 and a like amount 
ra * surplus. Organized by Carl 
. ner, tormer United States manager of 


the Munich Reinsurance Company, and a num- 
ber of his friends, the list of organizers com- 
prises some well known insurance men. They 
are: Carl Schreiner, G. Aschermann, J. S. 
Frelinghuysen, G. F. Heublein, Leo Kauf- 
mann, Edmund von Mach, Burton Mansfield, I. 
M. Meekins, H. C. Pennrich, Victor Roth, A. 
F. Sadler, Arthur L. Shipman, and Edward 
E. Thalmann. 


SINGLE AGENCY RULE UNDER FIRE 


Automobile Appointments in Richmond by 
Travelers Fire Bring Up Question 


RicumMonpb, Va., March 20.—The 
agency issue was brought to the fore in Rich- 
mond last week by the report that the Travel- 
ers Fire, which has just entered Virginia to 
write automobile business, would appoint four 
agents in Richmond. There has been a pre- 
vailing sentiment in some minds that the local 
board should not have assumed jurisdiction 
over automobile underwriting, which it did 
several years ago. The board recently re- 
affirmed its position, assuming this jurisdic- 
tion, and reiterated its stand on single agencies. 
The rule is not held to apply to two agencies 
of the same company writing different lines. 

Meantime, the Travelers Fire has appointed 
in Richmond, C. F. MacNeil, Robert L. Figg, 
John E. Woodward, Herbert L. Nugent and 
Mrs. Emma Pleasants. Mr. MacNeil is the 
State agent of the company, holding a similar 
position with the Travelers Indemnity, and 
one of the members of the local board pointed 
out in justice to the Travelers that all of the 
appointees of the Travelers Fire, and the 
exception of Mrs. Pleasants, are connected 
with the office of the Travelers Indemnity, so 
that the appointments with this one exception 
do not violate the spirit of the single agency 
rule. The opinion has been expressed by mem- 
bers of the board that Mrs. Pleasants’ appoint- 
ment as an agent of the Travelers in reality 
constitutes the planting of a second agency, as 
she maintains a brokerage office in Richmond. 


single 


Kansas Rate Case 


Topeka, Kansas, March 21.—The arguments 
in the Kansas fire insurance rate case were sub- 
mitted last week to Gilbert Frith, special 
master of the Shawnee county district court. 
It was announced that it would require a month 
or six weeks for the master to go over the 
great mass of evidence and exhibits and read 
the briefs and the transcript of the arguments 
of the lawyers for both sides and make up the 
in the case. The evidence submitted 
alone required nine weeks of continuous ses- 
The briefs comprise more than one 
thousand printed pages and the arguments took 
tore than two days for submission. 


decision 


sions. 


Ancetes, Car., March 20.—Behrendt-Levy 
Co., Inc., have just placed an all risks policy on the 
film of “Ben Hur,” which is to be shipped in a day 


The policy places 


—Los 


or two from Rome to Los Angeles. 
a valuation of $1,750,000 on the film and insures it 
from the time it leaves the laboratory in Rome until 


The premium on the 


it is delivered in Los Angeles. 
policy runs into five figures, 
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MOVES WESTERN DEP’T 


emanated 


National Liberty Consolidates Offices 





OPENS COOK COUNTY BRANCH 


Pacific Coast Department Will Be in 
Charge of J. P. Breeden 


Crricaco, Int., March 21.—As of May 1, the 
National Liberty Insurance Company will move 
its western department from Chicago to the 
home office at New York. The department will 
continue under the management of Herbert A. 
Clark, who was recently elected a vice-presi- 
dent of the company, and who will move to 
New York for the purpose. J. C. Brown, 
assistant manager, will also come to New York. 

In order to care for Chicago business a 
brokerage and service department for Cook 
county and Chicago has been opened in the 
Insurance Exchange, under the management of 
Carl Koch. 

John P. Breeden, whose resignation as 
secretary of the companies in the America Fore 
group is announced elsewhere in this issue of 
Tue Specrator, will be placed in charge of the 
Pacific Coast department of the company, 
which will be established at once in San Fran- 
cisco. This arrangement is justified by the in- 
creased business of the company there. Chap- 
man and Nauman, who formerly were general 
agents there for the National Liberty, have 
been given a general agency for California, 
Oregon and Washington for the Baltimore 
American, which is affiliated with the National 


Liberty. 





York-Antwerp Rules Conference Brings 
no Agreement 

Wasurncton, D. C., March 23.—Unable to 
reach an agreement on the changes proposed in 
the York-Antwerp rules for the adjustment of 
losses on cargoes jettisoned at sea, the con- 
ference calied by the United States Chamber 
of Commerce, on March 16, contented itself 
with the adoption of resolutions requesting the 
International Law Association to- call another 
meeting for consideration of the proposed re- 
vision, and the appointment of a committee to 
consider and formulate an “American attitude” 
toward the rules as drafted by that association 
last year. This committee will be designated 
by Dr. A. H. Kuhn, who represented the law 
association at the chamber meeting. 


Missouri Towns Suffer 


Sr. Louts, Mo., March 24.—The town of 
West Frankfort ranked highest in Missouri 
with 128 deaths, 500 injured and a property 
loss of from $1,250,000 to $1,500,000 because 
of the tornado. There about 500 homes 
were destroyed, but the business district escaped 
with minor losses. The New Orient mine of 
the Chicago, Wilmington and Franklin Coal 
Company had its tipple and other superstruc- 
tures damaged to about $100,000, while the tip- 
ple, screener and other surface buildings of 
the Mine No. 18, owned by the Industrial Coal 
Company of Chicago, were laid low. This loss 
will run to $200,000 or more. 
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A JOURNAL OF INSURANCE PUBLISHEO 
FOR THE AGENTS OF THE HARTFORD FIRE 
INSURANCE COMPANY AND THE HARTFORD 
ACCIDENT AND INDEMNITY CO,,HARTFORO CORD 






A Go-Getter 


A magazine for Hartford Agents, calling 


once a month, bristling with live news 
from headquarters, stimulating experi- 
ences from the field, and sound selling 
helps. It makes Hartford agencies grow. 

This is one of the things that makes a 
Hartford connection of unsurpassed value 
to live local agents. 


HARTFORD FIRE 


INSURANCE COMPANY 
Hartford, Conn. ert | 


The Hartford Fire Insurance Company and 

the Hartford Accident and Indemnity Com- 

pany write practically every form of insure 
ance except life 




















INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance 
specially adapted for the use of the underwriter, student and busi. 
ness man. It has been adopted asa text-book by Yale University, 
In the TH1rpD EpiTIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.00 





Insurance Office Organization 


Managements and Accounts 
By T. E. Youns, B.A., F.R.A.S., and RicHarD Masters, A.C.A, 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation, 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business, The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
Youn, and are elaborated in succeeding chapters by Mr. Masters. 
The general, life, fire,smarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
hound in cloth, 








Price, post paid, $1.75 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.00 








Accountancy. By Francis W. Pixtey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages, 


Price, post paid, $2.25 





Pitmans Secretary’s Handbook. A complete secretary's 
manual prepared by HERBERT E. BLatn. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
ig (Second Edition, revised, omitting joint stock secretary- 
ships. 

Price, post paid, $1.50 





Principles of Marine Law. By LAwrence Duckworts. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 





Office Organization and Management. By Lawrence RB 
DicksEE, M. Com., F.C.A., and H. E, BLain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLB SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
§NBURANCE EXCHANGE NEW YORK 
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Fire Insurance 








ee 
endence Fire Makes Two Jersey 


Indep ; 
Appointments 


The Independe.ice Fire Insurance Company 
of Philadelphia has appointed Berry Brothers, 
Inc, its agents at Newark, New Jersey, and 
B. B. Miller and Company representative at 
Elizabeth. Berry Brothers are now represent- 
ing the Independence Indemnity, also a num- 
ee of prominent fire companies. The agency 
will soon celebrate its sixteenth anniversary. 
B. B. Miller and Company established their 
agency in 1000 and act for an excellent list 
of companies. 

Travelers Fire Doing Business 

Los ANGELES, CAL., March 20—J. L. 
Shields, manager of the Los Angeles office of 
the Travelers Insurance Company, has been 
appointed Southern California general agent 
for the new Travelers Fire Insurance Com- 
pany, and has already turned in a nice line of 
business. The agents of the Travelers Insur- 
ance Company and the Travelers Indemnity 
Company both are taking on the fire company 
and will add that line to their present business. 


Elementary Building Losses 


At the forty-eighth annual meeting of the 
Fire Underwriters Association of the Pacific 
William Maris, an independent adjuster, read 
a paper entitled “Elementary Building Losses,” 
which has proved of such value that it has 
been published by the Association and can be 
obtained for 23 cents per copy. The paper was 
developed for the use of the young’ special 











“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


Why not-make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital....... .. $ 1,000,000 


Surplus to Policy 
Holders....... 


Assets... .. 


1,752,290 
4,543,938 














agent, particularly who may be called upon to 
adjust small losses. It is said to be the most 
comprehensive treatise on the subject ever pub- 
lished. 


New Fire and Life Companies in Arkansas 
Under Joint Control 


Morritton, Ark., March 20.—With a paid- 
up capital of $250,000 each, and a surplus of 
$50,000 each, two new companies 
have been organized in Morrilton, to be known 
as the American National Life and the Ameri- 
can National Fire Insurance Companies. Sev- 
eral leading business men in the State are in- 
cluded among the officers and stockholders of 
the new companies, which filed separate articles 
of incorporation here. Offices for the organ- 
izations will be established in Morrilton, and 


insurance 


local agents will be appointed in all of the lead- 
ing towns of the State, it was announced by 
W. O. Scroggin, president. Besides Mr. Scrog- 
gin of Merrilton, who is president, other offi- 
cers of the American National Fire and Life 
Insurance Companies include H. M. Jacoway 
of Little Rock, A. J. Stephens and W. P. Strait 
of Morrilton, vice-presidents, and J. S. Moose 
of Morrilton, treasurer. The 
names of the other stockholders, which will 
consist of about ten of the prominent business 


secretary and 


men in the State, it was said, have not been 
announced. The officers of the two insurance 
companies will occupy the entire fourth story 
of the First National Bank building, a new 
five-story structure, completed here a few 
months ago. They expect to have the furniture 
and other equipment for these offices installed 
within the next few days, when they will begin 
writing insurance. 


License to Commonwealth Fire 
Kan., March 
Baker, Superintendent of Insurance, has issued 
a certificate of authority to the Commonwealth 
Fire and Marine Insurance Company of Kan- 


TOPEKA, 21.—William R. 


sas City, Kan., to write business in Kansas. 
This is the company which Frank L. Travis 
promoted before his term expired as Superin- 
tendent of Insurance and which has been sell- 
ing stock under high pressure methods for 
more than two years and finally landed in the 
courts because of the alleged failure to com- 
plete the stock sales and go into the actual 
writing of insurance. In the receivership pro- 
ceedings it was charged that the promoters of 
the company had paid illegal commissions and 
had charged too large promotion expenses to 
the company. The authorized capital originally 
was one million dollars. Slightly over four 
hundred thousand dollars of capital was sold 
hefore the court stopped the sales and ordered 
the company to start writing insurance and 
quit the stock sales. The stock was sold at 
double the par value. 

In the application for admission to write in- 
surance in Kansas the company shows ad- 
mitted assets of $375,000; $188,000 in paid-up 
capital, $106,000 in partially paid-up capital 
and $76,000 surplus. 





MAKES MORE TROUBLE 


Chicago Motor Club’s Exchange In- 
vades New Terrtory 


PROTESTS VOICED BY CLUBS 


Salesmen of Windy City Organization 
Accused of Greed for Premiums in 
Attempt to Establish Branch 
Offices in Other Cities 


Cuicaco, Ixi., March 
throughout the State of 


21.—Motor clubs 
Illinois are voicing 
their opposition to the attempt being made by 
the Chicago Motor Club to extend its insur- 
ance activities by encroaching on the various 
clubs’ territory, says the Corn Belt Motor Club 
of Bloomington in its official publication, 
Decrying the attempt of the Chicago Club and 
the Inter-Insurance Exchange of the Chicago 
Motor Club, the Corn Belt Motorist declares: 
“Greed to. sell 


memberships and insurance 


prompts Chicago promoters to attempt to 
establish ‘branch’ of Chicago Motor Club 
here. * Insurance written is of the 


assessable policy type and is by a reciprocal, 
with no capital stock.” 

Along with the protest of the Bloomington 
Club are contained objections of the following 
clubs in the State: DeKalb Motor Club, the 
Decatur Motor Club, the Livingston County 
Motor Club, the Elgin Motor Club, Peoria 
Motor Club, Alton Automobile Club, Aurora 
Automobile Club, Blue Island Automobile 
Club, Cairo Automobile Club, Egyptian Motor 
Club, Illinois Valley Automobile Club, Missis- 
sippi Motor Club, Rockford Motor Club and 
the Vermilion County Automobile Club. Pro- 
test is also lodged against the alleged attempt 
which the Chicago Motor Club is making to 
organize another State automobile association 
in competition with the Illinois group. 

The Corn Belt Motorist “The un- 
warranted invasion of this territory by sales- 
men of the Chicago Motor Club selling mem- 
berships and insurance is only a repetition of 
what they have done in other places in North- 
eastern Illinois and in Northwestern Indiana. 
Wherever their advances have been met by 
determined resistance on the part of the motor 
clubs and an explanation of the superiority of 
the kinds of isurance written by local insurance 
men, the Chicago Motor Club has been forced 
to practically clear out of a territory, for they 
can’t meet local competition.” 


Says: 


An analysis of 
the type of insurance which is being written by 
the Inter-Insurance Exchange of the Chicago 
Motor Club and the reasons for the invasion 
of the Bloomington territory is set forth. 





E. E. Miller’s Gift 


Ba E: Miller, well known insurance man, of 
Peru, Indiana, recently made a fine contribu- 
tion to the Miami county museum, in the form 
of old guns _ and other articles that were in 
common use in pioneer days in Indiana. Among 
the guns is an old flint lock rifle, converted 
into a percussion cap gun which his grand- 
father, Abraham Miller, brought to Indiana 
from Virginia in 1829. 
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ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 
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CAUSES OF DISABILITY 


As Applied Under Accident and 
Health Insurance Policies 


By C. H. HARBAUGH, M.D. 


Ex-President, American Association of Medical Examiners 


A Standard Unabridged Illustrated Work for the 
UNDERWRITING AND CLAIM DEPARTMENTS 
of Life and Casualty Insurance Companies 


CAUSES OF DISABILITY gives the synonyms, valuable 
information, signs and symptoms, the differential diagnosis, the 
period of house confinement and the probable duration of total 
and partial disability resulting from all accidents and diseases. 
It also describes the effect from diseases and accidents and 
when death occurs from poisonous substances the post- 
mortem appearances are given. This book is consulted daily 
by the underwriting and claim departments of all leading 
casualty companies. 

CAUSES OF DISABILITY when properly and intelli- 
gently used will prevent the acceptance of undesirable risks 
and the paynient of fraudulent claims. This book consists of 
seven hundred pages profusely illustrated with half-tones and 
plates in colors. It is of great value to any company desirous 
of scientifically conducting a growing accident and health 
insurance business. 

CAUSES OF DISABILITY is used and endorsed by every 
leading casualty company in the United States and Canada. 


PRICE, PER COPY, $10.00 (Ten Copies for $85.00) 
Address all orders to the Sole Selling Agents for the Insurance World 


THE SPECTATOR COMPANY 
135 William Street NEW YORK 











AUTOMOBILE INSURANCE 


By AMBROSE[RYDER 
A NEW, COMPLETE, STANDARD TREATISE 


Ideal for Agents, Brokers, Adjusters and Underwriters. 
A Handy Reference Book for all Fields of Automobile 
Insurance. 


Covering this unique and ideally arranged book The Eastern 
Underwriter says it is ‘‘Written in his best and cleverest vein 
by one of the country’s leading experts on the subject.” 

This excellent reference and text-book has been written in 
non-technical language, to fill a long-felt need for some standard 
work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. ‘This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 
THERE ARE MORE THAN 20 DIFFERENT KINDS OF 
AUTOMOBILE INSURANCE PROTECTION? 


These and many other matters are carefully explained in 


AUTOMOBILE INSURANCE 


A separate chapter is devoted to SALES METHODS in use 
by successful agents and brokers in various parts of the country. 

A prominent claims man has said: ‘I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems than I was able to gather 
during many years of practical claims experience.” 

It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance, 


LEND THEM A HELPING HAND! 
Price per copy, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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OLD DOMINION STOCK CHANGES 
HANDS 


Motor Finance Company Sells Control to 
; Roanoke Bank 


RicuMonp, Pa., March 21.—Speculation is 
rife in Virginia as to what effect the sale of 
so per cent of the stock in the Old Dominion 
Fire of Roanoke by the Motor Finance Cor- 
poration of that city to the Liberty Trust Com- 
pany, also of Roanoke, will have on the future 
underwriting of the Old Dominion. The 
Motor Finance Corporation was a prime mover 
in the organization of the Old Dominion, two 
years ago. The company was established with 
the view of writing insurance on automobiles 
purchased on the instalment plan, the Motor 
Finance Corporation financing the notes repre- 
senting the deferred payments. Last year, the 
net premiums on commercial fire lines amount- 
hile business amounted to $41,339.12. It wrote 
net premiums on commercial firelines amount- 
ing to $19,839.68. Its gain from underwriting 
was $93,250, and its gain from investments was 
$11,632.17. During the year, the capital was 
increased from $100,000 to $200,000, one-half 
of the increase having been represented by a 
stock dividend. This transaction reduced the 
company’s surplus $20,042.68. 

The purchase price paid for the stock 
relinquished by the Motor Finance Corpora- 
tion is said to have been $120 per share. Imme- 
diately after its withdrawal from the Old 
Dominion, the Motor Finance Corporation sold 
the majority of its own stock to the Commer- 
cial Credit Company of Baltimore, becoming a 
branch office of the latter organization. 

Other interests which have been identified 
with the Old Dominion from its incipiency are 
also closely identified with the Shenandoah Life 
of Roanoke. R. H. Angell is president of both 
companies. 


Southwestern Fire Has Begun Business 


The new Southwestern Fire Insurance Com- 
pany of Dallas, Texas, has begun business with 
$100,000 capital and $50,000 surplus paid in. It 
writes automobile fire, theft and collision busi- 
ness, and its officers are: President, Alex. D. 
Rhea; vice-presidents, Cleaves Rhea and H. B. 
Herd: secretary, Frank F. Roberts. 


NATIONAL LIBERTY |: | sensu 


INSURANCE COMPANY OF AMERICA Rent and Rental Values 


Head Office: 709 Sixth Avenue, New York 


Losses paid since organization over 62 millions. Use and Occupancy 
DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL Sprinkler Leakage 





JOHN HANCOCK STATEMENT 


Summary of the Report to the Massachusetts Insurance Department, 
Dec. 31, 1924. 


TOTAL ASSETS $333,197,054 


LIABILITIES 
Policyholders’ Reserves $287,180,280 
Additional Liabilities for policy payments to 
policyholders and others (including $9,400,000 
for 1925 Dividends to Policyholders) 18,409,499 305,589,779 


SURPLUS ASSETS OR EMERGENCY FUND $27,607,275 


Over Sixty Years in Business. Now WAZ 

Insuring Over Two Billion Dollars on Z LUZ 
: Caria 

3,500,000 Lives. Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 














J. P. BREEDEN RESIGNS Mr. Breeden and Mr. Grove are able and 
Was Pacific Coast Associate Manager for popular men. The America Fore organization 
America Fore Companies is loath to see them go and wishes them the 
The America Fore companies have an- greatest success in their new connections. 
nounced with regret that John P. Breeden, 
secretary, and W. W. Grove, assistant secre- Prudentia Re- and Co-insurance Shows 
tary of the Continental and Farmers, who have Strength 
been in charge of the Pacific Coast department The annual statement of the United States 


of these companies, have resigned as of April 1. branch of the Prudentia Re- and Co-insurance 
Mr. Breeden has accepted the place of Pacific Company of Zurich, Switzerland, which is 
Coast manager for another large company. managed by Rodney Davis, is a strong exhibit 
Alfred L. Merritt, with whom Mr. Breeden of assets, surplus and reserves as of December 
was jointly in charge of the coast business of 31, 1924. It reports resources amounting to 
the America Fore companies, will be secretary $5,962,651, with a premium reserve of $3,848,- 
of all companies for the group and will be as- 366, and a surplus beyond all liabilities of $1,- 
sisted by Assistant Secretary C. V. McCarthy. 033,046, a contingent fund of $150,000 being 

Alfred L. Merritt has been (except for a included among the liabilities. The company 
short time during which he was connected with has $539,260 invested in government bonds; 
the Fidelity-Phenix agency in Los Angeles) $2,072,650 in railroad bonds; $2,514,885 in mis- 
secretary of the Fidelity-Phenix and American  cellaneous stocks and bonds; $497,650 in guar- 
Kagle since January, 1923. Prior to that he anteed real estate mortgages, and the balance 
had been assistant secretary and agency super- of its assets are represented by outstanding 
intendent in the America Fore office in Cali- premiums, a cash balance of over $80,000, and 
fornia, having come with the organization in interest accrued. The Bank of New York and 
October, 1919. Mr. Merritt is well fitted to as- Trust Company is the United States trustee of 
sume his added responsibilities and is expected the Prudentia Re-and Co-insurance Company, 
to prove himself the same capable manager of | which has been operating in this country since 
the joint department that he has of the Fidel- 1918, and has established a large business and 
ity-Phenix and American Eagle department. is held in high esteem. 


Organized 1859 # INSURANCE ISSUED 





Tornado Windstorm 








Western Dept., 207 North Michigan Blvd., Chicago Explosion and Riot 











LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE Tourist Baggage 








MAN IN HIS HOME TOWN. THINK IT OVER! 
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NEAL BASSETT, President 


ASSETS 
$15,123,531.91 


$5,474,032.20 
$4,175,490.93 


$5,252,813.31 





HEAD OFFICES: NEWARK, N. J. 


Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. 


LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
JOHN KAY, Vice-President A. H. HASSINGER, Secretary ° 
JANUARY Ist, 1925, STATEMENTS 
FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 


LIABILITIES CAPITAL NET SURPLUS 
$8,536,871.80 $3,000,000 $3,586,660.11 
THE GIRARD FIRE AND MARINE INSURANCE CO., Organized 1853 
$3,213,098.14 $1,000,000 $1,260,934.06 
MECHANICS INSURANCE CO. OF PHILADELPHIA, Organized 1854 
$2,575,127.95 $600,000 $1,000,362.98 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., Organized 1866 
$3,751,385.75 $1,000,000 $501,427.56 


PHILADELPHIA, PA. 
DEPARTMENT OFFICES 


General Agents for Southern Territory: 


Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston. | 


LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 


Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers | 


Ee 


WELLS T. BASSETT, Secretary 


SURPLUS POLICYHOLDERS 
$6,586,660.11 


$2,250,934.06 
$1,600,362.98 


$1,501,427.56 
PITTSBURGH, PA, 

















PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


poe SEnD Ten Cent STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 











C. EK. Clarke, President J.R. Anthony, Jr. Secretary 
CAPITAL STOCK, $206,700 00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 











EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000-—$10,000 


Insurance to August 1, 1925, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas, DES MOINES, 10%. » 























7 HAMPTON ROADS 


FIRE +» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President 


Managing "Under. 
Fire Depé. 


Vice-Pres. and 
Secretary 

















Oreat American 
Ansurance Company 


ce New Work 
Company Company 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1925 


$12,500.000.00 


RESERVE FOR ALL OTHER LIABILITIES 
ys 


338,962.19 


NET SURPLUS 


14,337,235.32 
48,176,197.51 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 


New York City 


WESTERN DEPARTMENT 
G. R. STREET, Vice-President 
W. L. LERCH, Manager 
310 S. Michigan Ave., Chicago, Hl. 


PACIFIG DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 
BOSTON OFFICE 
ROGERS & HOWES, Managers, 1 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wwm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
CHICAGO—Wmm. H. McGee & Co., Gen’! Agts., Insurance Exchande Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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FIRE INSURANCE NOTES AND EVENTS 




















NEW YORK SURVEYS 

Accomplishing What Seemed Impossible. 
_Some years ago the chairman of the insur- 
ie committee of the House of Legislation 
of the State of New York inquired with all 
when the subject of mortality tables 
was being discussed, “why they don’t reduce 
the rate of mortality.” This naturally was 
considered a somewhat rare joke, but as a 
matter of fact it has come to pass. The im- 
proved J iving conditions, in conjunction with 
the help of careful service of the large insur- 
ance companies, are doing precisely the thing 
which seemed so humorous when the sugges- 


gravity 


tion was originally made. 

Insurance Institute of America, Inc.—On 
April 27, a little less than weeks, the 
examinations in the Institute will begin; 
preparations are rapidly going forward to that 
end. On the 1st of May in the Institute will 
move its offices to 123 William street, where 
they will have more space. The work is in- 
creasing and this is necessary. It is probable 
that upon the completion of the building that 
is now being erected by the insurance interests 
the Institute will be housed there. 


five 


CHICAGO AND THE WEST 
Underwriters.—New officers of the Under- 
writers Service Association at a luncheon at 
the Mid-Day Club include the following: 
President, W. L. Lerch; vice-president, TH. T. 
Cartlidge, Liverpool and London and Globe; 


secretary, L. J. Braddock, Insurance Company 


North America; directors, A. F. Powrie, 
Fire Association; S. H. Quackenbush, Royal. 
Receiver for Associated Employers.— 


James H. Gul 
ceiver of the 
by Fede ral 


lett has been continued as re- 
Associated | 
Judge 


and 


“mplovers Reciprocal 
James H. Wilkerson. Both 
Mr. Gullett Clifford Ireland, director of 
Trade and Commerce for the State of Illinois, 
had been acting in this capacity up to the pres- 
ent time. Judge Wilkerson also entered an 
no disbursements should be mad 
except under 


order that 
authority of the court itself. 

Speaks Before Examiners.—‘“The History 
of Fire Insurance Rating” was the topic of 


George J. Olsen, of the improved risk depart- 
ment of the Springfield Fire and Marine, be- 
fore the Association of Fire Insurance Ex- 


aminers last Thursday night. 


BOSTON AND VICINITY 
Penalty Against Ohio Millers. 
General Jay R. Benton has filed an information 
in the Suffolk superior court against the Ohio 
Millers Mutual to collect a penalty of $100 a 
under section 26 of the insurance law for 
failure to file its annual statement. 
Change in Joseph Froggatt Office.—\V. \. 
Drill resigned from Froggatt & 
Co., well-known accountants of 


day 


has Joseph 
insurance 
3oston, and William L. Pierson has been ap- 
pointed in his stead. 

Earthquake Cover Being Written. 
New Fneland have 


agencies to 


repeated earth tremors in 
the 
carefully 


caused insurance investigate 


the rates of earthquake insurance in 
It is said that over $8,000,000 of 
been written in 


quake of 


this section. 
cover 


office sinee the 


such has one Boston 
February 28. 

H. K. Rees Opens Brooklyn 
Harry K. 


tion of a 


Agency 
Rees, Inc., announces the forma- 
Brooklyn, New York, insurance 
agency, to be located at 162 Montague street. 
The agency will represent the Chicago 
Fire and Marine Insurance Company. ged 
K. Rees, the president, it will be recalled, 

of the late Henry E. Rees, former 
vice-president of the A=tna Insurance Com- 
pany, Hartford. The new concern intends to 
handle all classes of insurance. 


new 


the son 


Death of Harry W. 


Harry W. Clayton, State 
the Western depart 


Clayton 
igent emeritus at 


ment in Chicago of the 


National Liberty Fire Insurance Company of 
New York, died at his home in Chicago last 
Monday morning. Mr. Clayton suffered a 


aid falling 
complications fol- 

He was seventy- 
for forty 
the National 
the Germania Fire. 


fainting spell about a fortnight ago 
fractured his hip. Internal « 
lowed which caused his death. 
two years of age and had 
years as Ohio State agent for 
Liberty and its predecssor, 


served 


Attorney 


-The 


Mutual in Suit for Unpaid Premium 
Accounts ‘ 


Toreka, Kansas, March 21.—Louis Hall, 
receiver for the Guaranty Mutual Hail In- 
surance Company of Topeka, has filed suit in 
the district court of Shawnee county to collect 
$13,689.06 in premium notes and $29,856.83 in 
unpaid premium accounts from approximately 
650 members of the company. The company 
went into the hands of a receiver in December 
with total loss claims cf $65,000 and $45,000 
due in premium notes and accounts. The suit 
filed against the 650 members shows that 
the total claims outstanding now aggregate 
$29,710.69, and that the company has only about 
ten thousand dollars in assets aside from the 
premium notes and the unpaid accounts. The 
premium notes aggregate $13,689.06 and the un- 
paid premium accounts amount to $29,856.83. 


Indiana Federation Wants Paid Secretary 
INprANAPOLIS, INp., March 21.—Requests 
for contributions to a budget of $12,000 to 
$15,000, to be used to open a permanent office 
for the Insurance Federation of Indiana, will 
be sent this week by Joseph G. Wood, secre- 
tary, to nearly 700 insurance companies operat- 
ing in the State. The plan to open a head- 
quarters with a full-time clerical force was 
decided upon at a recent meeting of the board 
of directors of the federation, the first since 
Insurance Day in January. 
Should the plan be adopted and the neces- 
budget raised, a field man will be engaged 


State to 


sary 
to cover the further the interests of 
the federation. This field man will speak to 
chambers of cominerce throughout Indiana in 
an effort to have each trade body appoint an 
Insurance Day in January. The concensus of 
opinion is that this plan should be unanimously 
supported. 

The board of directors at its meeting 
elected Frank M. Chandler, chairman of the 
executive committee. Other members of the 
executive body are: Sol S. Kiser, vice-presi- 
dent of the Meyer Kiser Bank; C. F. Merrell, 
attorney; Frank L. Jones, general agent of the 
Equitable Life of New York, and John W. 
State agent of the Security Fire In- 
surance Company. 


Noble, 
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To Our Agency Force: 
“IN THE SPRINGTIME, GENTLE ANNIE"-- 


And it is Springtime--according to the calendar--WHETHER OR NOT that 
KIND of weather exists in your "place of business". 


In the Spring an Insurance MAN'S fancy seriously turns to thoughts 
of-- 


INCREASED activity along Automobile Row. LOTS of people will buy 
cars--WHETHER THEY CAN AFFORD 'EM OR NOT--in the next few months. 
EVERY CAR should be insured. SOME AGENT will get the business. We 
are betting that it will be YOU. HELP US WIN! 


After the car is bought--IF THERE'S ANY MONEY LEFT--a lot of people 
will build the NEW bungalow or some OTHER kind of residence. No 
matter what kind of house it is, insurance will be NECESSARY. YOU 
might as well write it as anybody. HERE'S HOPING: 


If it isn't a complete NEW house, the IMPROVEMENTS that they've been 
contemplating for a long time will be made by a LOT OF PEOPLE. These 
IMPROVEMENTS offer ANOTHER OPPORTUNITY. GRAB IT! 


The SAME opportunities will be offered by IMPROVEMENTS in store | 
buildings, office buildings and hotels. GRAB THEM TOO: 


Merchants are ALREADY receiving their Spring Stocks. LOTS of them 
are now in and on the shelves. Some of 'em are EVEN NOW in the show 
windows. These NEW THINGS must be covered. They have INCREASED the 
Merchant's Stocks. He NEEDS more insurance. 


SELL IT TO HIM! 


MAYBE Municipal Elections will come off SOON in your town. MAKE 
FRIENDS with the Candidates--ALL OF THEM if you can. Then AFTER the 
ballots are counted, all you've got to do is DELIVER the NECESSARY 
BOND. ALL THIS BUSINESS IS YOURS IF YOU LINE UP RIGHT. 


Yours incessantly, 


Laiteodig 
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THE 
OBSERVATION POST 











HE withdrawal of the Northwestern Cas- 

ualty and Surety Company, Milwaukee, 
Wis., from operations in Eastern territory was 
heard with evident surprise in some quarters. 
As a matter of fact, the company is simply 
exercising good judgment in refusing to con- 
tinue in a field which it believes hazardous, 
and its action is a tribute to the soundness of 
its management. This business of striving for 
prestige when the labor is not profitable iS. a 
fool’s errand. It is not suggested that, because 
of the Northwestern’s attitude, all casualty 
and surety companies should refrain from 
writing coverages in New York, New Jersey 
and Pennsylvania; that would he leaping to 
however, no 
reason why anyone should stand aghast when 


the other extreme. There is, 
a company, operating under disadvantageous 
conditions at a great distance from its home 
office, decides to pull in its reins and concen- 
trate on things nearer headquarters. The horse 
that jumps the fence to get at the green apples 
in far pasture lands sometimes finds that the 
fruit is sweet in the eating, but eventually 
gives him colic. 





i gas Illinois tornado disaster, leaving about 

950 dead and nearly 3000 injured in its 
wake, is a lesson that that part of the country 
should not easily forget. If the survivors 
visualize it as a severe admonition to carry 
adequate amount of accident insurance, in addi- 
tion to life and property coverage, it will have 
accomplished some good, however tetrible the 
cost. We suspect, though, that when the dead 
have been buried, the injured cared for, and 
the homes reconstructed, and after enough 
time has elapsed to make the catastrophe a fire- 
side tale, the insurance man will have just as 
much difficulty in selling his policies in Illinois 
as he ever did. Insurancewise, the nation is 
like a small boy who concentrates on his books 
only while the teacher is in the room. 

NE insurance paper published its annual 

tornado and windstorm supplement last 
week,-the special section appearing only a day 
or so after the Illinois disaster. 
knowing that the supplement was planned well 
In advance of its printing, we cannot accuse 
the editors of collusion with Aeolus: but, after 
this, let never man deny the power of the pen! 


Of course, 


HE Associated Employers Reciprocal has 
given some insurance editors much con- 
cern. This Sherman & Ellis buzzard has flut- 


AGENCY CONTACTS 

F. P. Stanley, superintendent of 
agencies for the Norwich Union In- 
demnity Company and for the Phoenix 
Indemnity Com- 
pany, has been one 
of the most active 
casualty executives 
in the field. The 
necessity for ad- 
equately represent- 
ing both organiza- 
tions has kept him 
constantly on the 
move and has 
made him knows to a host of agents 
throughout the country. Asked about 
methods of maintaining close contact 
with agents, Mr. Stanley said: 

“Personal visits from home-ofiice ex- 
ecutives are the best media for main- 
taining agency contacts and heartening 
field forces. When a casualty msurance 
oficial calls on a general agent of his 
company, he can take with him a com- 
pilation of that agent’s loss and ex- 
pense ratio; and, by talking the situa- 
tion over with the representative, can 
get better results than would be possible 
in any other way. Next to the personal 
interview system come personal letters 
from the home ofiice to the man ‘on the 
firing line’ The company keeps an ac- 
curate record of every agent's produc- 
tion; and, when it appears that an un- 
desirable class of business is_ being 
written under a particular coverage, the 
difficulty can often be eradicated by in- 
telligent correspondence. There are, of 
course, other methods of keeping agency 
contact up to a demanded standard, but 
the personal visit and the personal letter 
are wndoubtedly paramount for this 
purpose.” 























tered its tattered pinions across the keys of 
typewriters, for, lo, many 
months. From a fresh and original standpoint, 
the “bird” was killed long ago. The Observa- 
tion Post suggests that “the dead past” be 
allowed decently to “bury its dead”; unless, 
of course, the corpse is stiddenly and unex- 
pectedly rejuvenated by a potent injection of 


laboring these 


“news serum.” 


HE results of the Acquisition Cost Con- 
ference meeting, held in New York city 
this week, 
“Those rules will be raisin’ Hell when you an’ 


caused one man to tell us that: 


I are dead an’ gone!” 








CONFERENCE PLANNED 


Eastern Men May Meet to Consider 


Traffic Problems 





WOULD DEVELOP UNIFORM 
LEGISLATION 


Project Seen as Way Out of Extra- 
Territorial Difficulties 
If plans now under consideration by the In- 
surance Federation of Pennsylvania are car- 
ried out, the national traffic problem will again 
become the topic of discussion at a general 


conference of Eastern State and local officials, 


insurance men and department heads. The 
proposals cali for a gathering of representa- 
tives from New England, New York, New 
Jersey, Pennsylvania, Delaware, Ohio, Mary- 
land, West Virginia and the District of Colum- 
bia to deal with the difficulties and evils pre- 
sented by the increasing number of motor 
vehicles that travel the highways of those 
sections. 


The automobile accident problem has long 
agitated the country, and the purpose of the 
projected meeting will be to develop uniform 
legislation that will enable each State to 
remedy the situation without infringing on the 
rights of neighboring Commonwealths. It is 
more than likely that a series of conferences 
will be held, rather than a single convention, 
for the scope of the intended program is too 
great to permit of proper handling within a few 
hours. State unity and extra-territorial ele- 
ments all enter into the question, and joint 
action could not be obtained under the restric- 
tions of a curtailed session. The details in- 
volved are too numerous. 


The plan is finding many supporters in addi- 
tion to the members of the Insurance Federa- 
tion of Pennsylvania, and arrangements for a 
definite invitation are being perfected at Harris- 
burg. Announcements regarding the progress 
made may be expected soon. 


Home Plate Glass Indemnity Being 
Organized 

A new insurance organization, to be known 
as the Home Plate Glass Indemnity Company, 
is being organized in New York city. The 
company is being formed by the following in- 
dividuals: H. C. Stone, J. W. Brice, Harry 
Blackburn, C. R. Rikel, L. V. McKnight, W. 
C. Stone, Charles Kenney, Max Eidler, C. E. 
Rikel, Jr.. Harry Wolf, H. E. Francis, Nathan 
Elkin, and Jacob Cohen. 
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NEW BILL PROPOSED 





Michigan Legislature Gets Warner 
Compulsory Auto Measure 


—_—_——— 


BONDS FOR MOTORISTS ALLOWED 





Commissioner Lees Lack of Provision for 
Competitive State Fund As Serious 

Error 

LANSING, March 

surance companies wish to or not, they would 


Micn., 21.—Whether in- 
be forced to assume liability for a good share 
of Michigan's motorists under the terms of 
the new compulsory insurance measure intro- 
duced late last week in the lower house of the 
Michigan jegislature by Representative Joseph 
E Warner of Ypsilanti. 

bill, 


a conipulsory cover 


which differs 


Warner's 


Representative \ 
7 many respects from 
measure introduced in the Senate several weeks 
ago by Senator Frank Young « f Lansing, and 
at that time described in Tue Sprcrator, makes 
no provision for writing of insurance policies 
by the State and allows only the alternative to 
of depositing a bond their 
Minimum amounts of both in- 


motorists with 
county clerk. 
surance and bond would be $5,coo. 

The new measure would amend that section 
of the present motor vehicle law relating to 
the registration and licensing of automobiles. 
It would prohibit the secretary from issuing 
licenses or 
which the owner did not guarantee protection 
to the public through presentation of an afh- 


registering any motor vehicle on 


davit certifying to the possession of insurance 
or the deposit of a bond in the same amount. 
It would also absolutely bar use of the high- 
ways to motorists without the stipulated public 
indemnity. The Secretary of State would be 
given the right ta name regulations for proper 
administration of the act. 

The outstanding flaw in the Young 
which may go far toward preventing it 
ever being reported out of the Senate judiciary 
committee, is corrected in the Warner measure, 
declare oficials of the State Insurance Depart- 
ment and others who have examined the new 
bill. That flaw, first pointed out by Leonhard 
T. Hands. 


failure to provide for a 


bill. 
from 


Commissioner, was the 
joint liability policy. 
Without such a plan, says Mr. Hands, some 
companies might offer the impecunious motorist 
cheap “protection” which 
the law but would he of 
to the public. 

In case 


Insurance 


would compiy with 
absolutely no value 


of damage or casualty, the injured 
party might then, sue, obtain judgment, and 
have absolutely no recourse, according to the 
commissioner, if the insurance company or 
association refused to settle on the grounds 
that the insured was not collectible, that the 
insttrance agreement involved two parties only 
—the insured and insurer—and that, since the 
insured had actually lost nothing, the insurer 
was not liable to reimburse him, having no in- 
terest in the claims of a third party entirely 
outside the contract. This situation, the com- 
missioner maintained, would defeat the only 


ends sought by compulsory insurance, namely, 


protection to the public from the reckless and 
financially irresponsible driver. 

Commissioner Hands, who appears to be 
somewhat less impressed with the possibilities 
for protecting the public through compulsory 
insurance than he was when the current legis- 
lative session began, deems the lack of provision 
for State insurance on a competitive basis a 
serious error. 


Equitable Life and Casualty Holds Agency 
Meeting 

Cuicaco. Iit., March 23.- Equitable 

Life & Casualty Insurance Company, whose 


The 


casualty branch is located in this city, held an 
Saturday at head- 
the organization in 


the 
quarters of the London 
Guarantee & Accident luilding. J. W. 
president of the company, addressed tne gather- 


agency meeting last 


Bain, 


ing and pointed out the progress made during 
past months, stating that this snould be an in- 
forward their 
best efforts during the rema:mder of the year. 


spiration to all agents to put 


olicy forms and general business stimula- 
tion were discussed at length and suggestions 
were heard for the improvement of conditions 
in the field. M. W. Abbott, 
the Equitable Life & Casualty, spoke on agency 
development, and William J. Smyth, Western 
department representative of THE 
made a talk on the value of educational assist- 
ance in the training of agents. 


vice-president of 


SPECTATOR, 


The meeting 
closed with a banquet in the evening. 
Contract Bond Committee Meets 
The contract bond committee of the Surety 
\ssociation of America, meeting at the Hotel 
Pennsylvania in New York city last week, 
simply reiterated its previous stand in the face 
of reforms suggested by the Associated Gen- 
eral and definite 
nouncement of its findings. JIn fact, 


of that group displayed considerable 


Contractors, made no an- 
officials 
reluctance 
in discussing the conference and contented 
themselves with saving that no radical change 


What 
may be looked for from the contractors them- 


of policy had been adopted. reaction 
selves can only be conjectured, but it is not 
likely that they will he pleased by the com- 
mittee’s efforts. 
Old State Casualty Licensed 
Micu., 20.—A 
formed Michigan casualty company, the Old 
State Casualty, was licensed last week by the 
State Insurance Department. It is to do a 
general health and accident business here. Its 
officers O. F. Looker, president; J. C. 
Helferich, vice-president; C. E. Gittins, secre- 
tary: T. J. W. McCausery, treasurer. 

The American Automobile Indemnity Asso- 


LANSING. March newly- 


are: 


ciation of Indianapolis, a reciprocal, was also 
permitted to enter the State during the week 
to write automobile insurance. 


J. G. McQuarrie Is Commissioner of Utah 

John G. McQuarrie, field superintendent of 
the Kansas City Life Insurance Company at 
Salt Lake City, has been appointed Insurance 
Commissioner of Utah, succeeding John W. 
Walker, resigned. ee 





LIMITED LIABILITY 


To Review Question of Bond Spon- 
sored Under Admiralty Rules 


SUPREME COURT WILL DECIDE 


Hartford Accident and Indemnity Was 
Surety for Amount Named in Petition 
WasuHrincTon, D. C., March 23.—The ques- 

tion of whether a surety is still liable for the 

amount of a bond sponsored in petitions under 
admiralty rules for limitation of liability by 
ship owners when such petitions are denied, 
will be the United States 

Supreme Court, which has granted the appeal 

of the Hartford Accident and Indemnity Com- 

pany for a review of its case against the South- 
ern Pacific Company. 

This is the first time, the company declares 
in its brief to the court, that this question “of 
great inyportance to the owners of vessels and 


considered by 


the surety companies giving such stipulations” 
has been brought up for decision by the coun- 
trv’s highest tribunal. 

The question develops from an accident to 


‘ 


the oil tank barge “Bolikow,’ owned by the 
hankrupt National Oil & Transport Company, 
which resulted in damage claims. The com- 
pany held the value of the barge after the 
accident to be $250 and the pending freight at 
the end of the voyage at $11,076, and filed a 
petition for limitation of liability under the 
admiralty rules giving a stipulation, with the 
ilartford Accident and Indemnity as surety, 
for the total of $11,326. 

The court denied the limitation of liability 
asked for and claimants brought actions to re- 
cover from the Hartford company, which were 


successful in the lower courts. 





Reciprocal Hearings in Massachusetts 

Boston, Mass., March 23.—The reciprocal 
hearings before the joint legislative insurance 
committee continue to be the chief topic for dis- 
cussion in Boston insurance circles. The hear- 
ings have developed into a personal tilt between 
Walter K. Chorn, counsel for the American 
Reciprocal Association, and Edward C. Stone, 
counsel for the Massachusetts Casualty Under- 
writers Association. 

A broad bill which called for the investiga- 
tion of insurance rates, a public record of data 
from which rates were arrived at, and giving 
the Insurance Commissioner power to order a 
reduction in rates was introduced by Senator 
John F. Shea, chairman of the special recess 
commission on reciprocals, at one of the hear- 
ings last week. 

Mr. Chorn in his rebuttal levelled his atack 
at the English insurance companies and at Mr. 
Stone in particular. At this writing Mr. 
Stone’s reply to Mr. Chorn has not been given. 
The opposition is advocating Senate 490, Com- 
missioner Monk’s bill of last year, plus the 
seven safeguards as outlined by the minority 
report of the special recess committee. The 


hearings will probably close to-morrow as soon 
as the opposition has been given an opportunity 
to end it case. 
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A GOOD BOOK 
J. R. Wilson’s “Surety and Casualty Sales- 
manship” Is Valuable to Agents 
in That Field 


A valuable and comprehensive discussion of 
surety and casualty salesmanship is found in 
the new book on this subject by Joseph R. 
Wilson. Mr. Wilson is manager of the devel- 
opment division of the Maryland Casualty Com- 
pany and head of the Maryland Casualty Com- 
pany’s Training School. His lessons on surety 
and casualty principles on salesmanship and 
field development have come to be regarded as 
among the most valuable, perhaps, that can be 
found. 

Mr. Wilson arranges his book under separate 
headings, giving a number of practical sugges- 
tions for each department. For instance, un- 
der the subhead of salesmanship he lists the 
subjects, “Opportunities,” “What It Involves,” 
“Preparedness,” ‘Definite Objectives.” Other 
sub-subjects are: “Learning to Solicit,” “Ap- 
proach,” etc. 

Under the heading, ‘Development of Busi- 
ness, Corporate Bonds and Casualty Insurance 
Bonds,” Mr. Wilson presents a remarkable col- 
lection of ideas, suggestions and facts for the 
use of those agents who realize the importance 
of business in this class and are seeking to 
equip themselves to solicit it to best advantage. 

Tt would be useless to undertake to give in 
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any detail the selling ideas and suggestions pre- 
sented. The book is so full of high-grade mat- 
ter along this line that it will pay any agent 
in the casualty and surety business to take the 
time necessary to give it a close and careful 
reading. 

There has been a scarcity of useful material 
in the development of the casualty and surety 
business and especially the surety and_ fidelity 
end of it. Mr. Wilson’s “Surety and Casualty 
Salesmanship” goes a long way towards filling 
this vacancy. It is published by The Spectator 
Company, 135 William street, New York.— 
American Agency Bulletin. 


Workmen’s Compensation Insurance 


A book bearing the title “Workmen's Com- 
pensation Insurance, Including Employers’ Lia- 
bility Insurance,” by G. F. Michelbacher and 
Thomas M. Nial, has been issued by the Me- 
Graw-Hill Book Company, of which Ralph HI. 
Blanchard is consulting editor. In its general 
arrangement and contents, it seems to cover 
much the same matter as was covered by Mr. 
Blanchard’s previous book, issued in 1917, en- 
titled “Liability and Compensation Insurance,” 
but, of course, brought up to date. In its scope 
the book embraces three general divisions, de- 
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voted to Injuries and Their Prevention, Meth. 
ids of Indemnification for Industrial Injuries 
and Workmen's Compensation and Employers 
Liability Insurance. There are also numeroys 
appendices. Employers’ liability and work. 
men’s compensation are described and cop. 
trasted: workmen's compensation development 
and legislation are treated; classes of Carriers, 
State regulation, rating, policy coverages, ey. 
penses, and reinsurance, etc., are also covere 
wt length. 


at $4 per copy. 


The book is well bound and sells 





Insurance Square Club Moves 
Forty candidates were initiated at the meet. 
ing of the Insurance Square Club last week 
An important feature of the meeting was the 


presence of FE. F. George Hillsinger, State 
president of the National Masonic Leagye 
Clubs, Inc. Mr. Hillsinger was accompa. 


nied by his entire staff. This was the firs 
meeting of the club in its new quarters at the 
Caledonian Club, 846 Seventh avenue, at 35th 
street. 

Coincident with the removal of the club to 
its new quarters is the planning of more 
elaborate programs than have heretofore beey 
presented. It is the aim of the members to 


make the club one of the liveliest in the 
Masonic league. 

Masonic league. The first of these additional 
Monday night entertainments will probably be 
introduced next week. In view of the many 
interesting things accomplished by the club in 
the past, greater preparations will be made to 


make these surpass all others. 
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CLYDE W. YOUNG ELECTED 


Succeeds Late S. W. Munsell As 
. Head of Monarch Accident 





NEW PRESIDENT IS EXPERIENCED 





Other Official Changes—Resolution on 
Death of Former Chief 

Clyde W. Young, secretary and treasurer of 
the Monarch Accident Insurance Company of 
Springfield, Mass., has been elected president 
of that organization to succeed the late Samuel 
\V. Munsell. The home office staff of the com- 
pany has been reorganized and the board of 
directors is now composed of President Clyde 
\. Young, Gurdon W. Gordon, Carlton E. 
Navy, D. Edward Miller, Fred A. Eldred, 
Charles H. Munsell, and Lyman Garland. 

Carlton E. Nay was elected secretary and 
treasurer to take the place vacated by the 
promotion of Clyde W. Young, and the officers 
of the company now are: Clyde W. Young, 
president; Gurdon W. Gordon, vice-president ; 
Carlton E. Nay, secretary and_ treasurer; 
Charles H. Munsell, assistant secretary, and 
Louis C. Clarke, assistant treasurer. 


The various departments of the Monarch 
Accident are divided, with respect to super- 
vision, as follows: David H. Shepherd, claims; 
Earle J. Cadwell, underwriting; Carl T. Clif- 
ford, statistical; G. Owen Flynt, supply, and 
J. W. Blunt, agency. 

President Clyde W. Young has heen asso- 
ciated with the company for the past twenty- 
one years, having started with the Monarch 
Accident as junior clerk in 1904. During his 
term with the company the gross income has 
erown from $11,799 in 1904 to $1,229,114 in 
1924. Mr. Young has held in succession all the 
home office positions and enters the presidency 
with a thorough knowledge of every detail of 
the business. 

The board of directors, at a recent meeting, 
adopted the following resolution on the death 
of Samuel W. Munsell, late president of the 
company : 


RESOLVED, That in the death of Samuel 
Wildes Munsell, president and founder of the 
Monarch Accident Insurarce Company, we 
have lost an able leader and a loyal friend. 
For many years he labored in the upbuilding 
of this organization. It stands todav as the 
material embodiment of his efforts and his 
ideals, 

During the early years he carried upon his 
shoulders, not only the whole responsibility of 
management, but the entire burden of conduct- 
ing the routine affairs of the business. Work- 
ing alone in a little office on Elm street, he 
conceived the plan and laid the foundation upon 
which the structure of the company has risen. 
\nd the years have shown that his plans and 
his principles were right. 

In business and in private life his every act 
was characterized by integrity. What he 
promised could be depended upon at any cost 
or any self-sacrifice. His spirit of justice for 
all he has woven into the very fiber of the busi- 
hess which survives him. 

Modest by nature, and retiring by disposition, 
he endeared himself to all who knew him by 
his kindliness and geniality. In later years suc- 
cess and prominence but served to enrich these 
qualities. Many will miss his hand clasp. 


It is our hope that the years will serve to 


strengthen our understanding of his ideals. 
The pride of his life was his work with and for 
this organization. Nothing could pay him 
greater honor than the worthy continuation of 
the work so honorably begun by our guide and 
comrade, Samuel Wildes Munsell. 





Casualty Actuarial Society’s Proceedings 

An Index to Proceedings of the Casualty Ac- 
tuarial Society, covering volumes I to X, in- 
clusive, has been issued and will greatly facili- 
tate the reference to subjects and to the ad- 
dresses and contributions of members, as 
treated in the various numbers of the Pro- 
ceedings indicated. The book was compiled by 
Joseph S. Elston, assisted by Miss Olive F. 
Outwater, the editor of the Proceedings. The 
index covers the issues of the Proceedings for 
the years 1914 to 1924, inclusive, and also the 
year book for the last three years. It makes a 
hook of over 100 pages and may be obtained 
through The Spectator Company at $3 per copy. 

American Mutual Just Starting 

The American Mutual Insurance Company, 
Denver, Colo., having been organized to write 
disability lines at first and life insurance later, 
planted agencies at Colorado Springs, 
Sterling and Loveland in that State. The com- 
pany will operate only in Colorado for the 
present. 

The officers of the American Mutual are: 
J. L. McDonald, president; G. E. Senter, vice- 
3ert Martin, general counsel; L. R. 
Sells, 


1 
nas 


president ; 
Lewis, secretary and treasurer, and V. EF. 
medical director. 





E. M. Linville Returns 
E. M. Linville, president of the New York 





Indemnity Company, will return to the home 
office of that organization in New York city 
this week, following an extended agency trip 
to the Pacific coast. Mr. Linville has been 
away almost a month, visiting agents of the 
company and strengthening the New York 
Indemnity’s field forces in preparation for the 
new high business record he hopes to reach 
this year. 
City Surety Agents Meet 

At a meeting of the Association of Surety 
City Agents of New York the following off- 
cers were elected ior the ensuing year: Presi- 
dent, Herbert W. Schaefer, of H. W. Schaefer 
Company; vice-president, Walter J. Kent, of 
Wilcox & Crosby, Inc.; secretary, E. J. Mean- 
ley, R. C. Rathbone & Son; treasurer, R. deF. 
Bayley, of Clausen, Bayley & Kearney: execu- 
tive committee, the officers and John T. Har- 
rison, of Flynn & Harrison, Inc.; James L. 
Nolan, of the J. L. Nolan Agency, and Stanley 
R. Smith, of William T. Ritch, Inc. 

Acquisition Cost Conference 

A meeting of the special committee and 
members of the Acquisition Cost Conference 
was held in New York city last Tuesday at the 
National Bureau of Casualty and Surety Un- 
The suggestions contained in In- 
recommenda- 


derwriters. 
surance Superintendent 
tions were discussed, but little was accom- 
plished. 


3eha’s 
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Suits Brought by Receivers of Employers 
Mutual 

Receivers of the Employers Mutual Insurance 
and Service Company, Baltimore, Md., have 
obtained permission from the courts to bring 
suit against policyholders for the collection of 
The Employers Mutual went into 
the hands of receivers some time ago, follow- 
ing a succession of losses on strike insurance. 
The company had written policies covering 
commercial enterprises against strike, riot and 
civil commotion, and many of the policyholders 
were bookbinding and printing concerns. A 
series of strikes in these trades in 1921 and the 
early part of 1922 threw the company 1nto the 
receivers’ hands and the total claims approxi- 
mated $6,000,000, while the assets, including 
assessments to be collected, did not exceed one- 
quarter of that amount. 

The suits now being brought, the defendants, 
and the amounts sought from each are as fol- 
Standard Textile Products Company, 
$15,770; American Bookbindery, $2167; J. J. 
Little & Ives Company, $3780; J. B. Mast 
Company, $1228; P. F. Collier & Son Distribut- 
ing Corporation, $2780; Eugene C. Lewis Com- 
pany, Inc., $1139; F. M. Lupton, Publishers, 
Inc., $3780: Premier Grand Piano Company, 


assessments. 


lows ; 


$1041: Blanchard Press, Inc., $2322; Zeese- 
Wilkinson Company, $1890; McGraw-Hill 
Company, $2520, and Wyanoke Publishing 


5 
Company, $1575. 


Lecture Course at Richmond 

RicHMOND, VA., March 24.—A series of six 
lectures will be given at the Central Y. M. 
C,. A. here, under the auspices of the local 
safety council. Admission is without charge. 
The first lecture, entitled “The History of 
Accident Prevention and Fire Hazards and 
Their Treatment,” was given on March 20. 
Other lectures will be given at 
intervals. 


weekly 





Kansas Department Bill Fails 

TorexA, Kansas, March 21.—One of the im- 
portant insurance measures enacted by the 
1925 Kansas legislature fell by the wayside. 
Governor B. S. Paulen vetoed the bill which 
turns over to the insurance department the 
regulation of insurance companies during the 
period of organization as well as when the com- 
pany is writing insurance. 





H. P. Jackson Leaves on Agency Trip 


H. P. Jackson, vice-president of the Nor- 
wich Union Indemnity Company and former 
secretary of the Casualty & Surety Club of 
New York, left the home office of that organi- 
zation last Saturday for an agency trip through 
the West and Southwest. Mr. Jackson ex- 
pects to be away from the company’s head- 
quarters in New York city until about April 8. 
Reducing Losses from Oesolete Material 

The first of a series of leaflets to be put out 
by the Metropolitan Life Insurance Company, 
New York, upon the general subject of Man- 
agement Methods, is entitled Reducing Losses 
from Obsolete Material. 
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LIFE 
Court may rule on question of applicant’s 
fraud in certain cases. Election to rescind 
because of fraud must become immediately 
operative and be accompanied by an offer to 
return the premium. Policy became incon- 
testable after expiration of a year. Evidence 
that letter was correctly addressed and mailed 
establishes delivery to addressee—but in this 
case evidence was in sufficient to establish 
that employer delivered insured’s private mail 
to him at his home. 

The Eureka Life Insurance Company, ap- 
pellee, issued a policy of life insurance for 
$5000 on insured’s life, payable on death to his 
wife. The policy was granted in consideration 
of a written application, which was signed by 
the assured and made a part of the policy, and 
the policy was in cffect fron: January 14, 1921. 
The proof was clear and conclusive that the 
assured, in corrupt combination with the solicit- 
ing agent of the insurance company, deliberately 
denied his former application for life insurance 
in another company, his medical examination 
and the refusal of another company to give 
him insurance. The false answers were given 
with the express purpose of deceiving the in- 
surance company. 

Held, that if the evidence as to the fraud 
of the applicant is shown by clear and uncon- 
tradicted testimony, the court may rale thereon 
as a matter of law and withdraw the question 
from the jury. The fact that the assured’s 
agent co-operated in the fraud wili not permit 
recovery, unless the company has lost its de- 
fense through a waiver or estoppel. 

The policy, however, provided that it “shall 
be incontestable after one year from its date 
of issue.” Held, that the notice of rescission 
was not communicated to the insured on or 
before January 14, 1922, the end of the first 
year. The company knew of the fraud by the 
middle of December, and on January 12, 1922, 
sent its letter, reading as follows: 

“This is to that policy No. 
12039-A, issued on your life, will be canceled, 
as of January 14th, for the reason that you 
withheld certain information governing the 
issuance of this policy in your application for 
insurance, and that no further premiums will 
he accepted therecn.” 

Held, that if it be proved that a letter, which 
was sufficiently prepaid in stamps, was cor- 
rectly addressed and then mailed, this is suf- 
ficient to establish delivery. It is indispensable 
that the letter be correctly addressed. The 
assured lived in Paterson, N. J., and gave his 
address to the insurance company as 328 East 
Thirtieth street, and this was the address on 
its card record. Plaintiff was employed by 


advise you 


the United Piece Dye Works at Hawthorne, 
N. J., but the letter was addressed to Dr. A. 
Stiegler, U. S. Piece Dye Works, Hawthorne, 
N. J. Held, that as the address was inaccurate 
and misleading, there can be no presumption 





= — 





as to its delivery. Further held, that even if 
it be granted that the address was not faulty, 
this would not be evidence of the day of de- 
livery to the assured, who was home sick in 
bed. Delivery io the assured on or before 
January 14, 1922, cannot be shown through 
evidence of a business habit of forwarding the 
insured’s mail by the employer, unless it first 
be established by independent testimony that 
the delivery of the assured’s private mail to 
him at his home by his employer was in the 
usual course of its business and sufficient fixed 
to be of probative value. 

The only evidence as to mail delivery at as- 
sured’s home was the employer’s manager’s 
testimony, who testified that a stenographer 
once a day would go to the assured’s home 
with mail from the mill offices. This service 
was most unusual and had not continued longer 
than fourteen days. Held, that there was no 
testimony by anyone having the duty of re- 
ceiving mail, distributing it and forwarding it 
to the assured to prove that the service was 
“regularly, invariably and systematically done.” 

The insurance company must prove that the 
notice was delivered to the assured, now dead, 
on or before January 14, 1922, and its proof 
is too indefinite and uncertain. The fact that 
the assured answered the letter on January 16th 
does not show when he received it. This, ap- 
parently, it was unable to do. So many things 
might have occurred preventing the delivery 
of the mail to the assured by his employer. 

Held, further, that the notice of election to 
rescind must be prompt, clear, decisive and 
immediately effective. The failure of the in- 
surance company to return, or offer to return, 
its premium received previously is evidence of 
its decision to continue the contract. lurther- 
more, the contract must be rescinded in its en- 
It cannot be affirmed in part and re- 
Accordingly, an election to 


tirety. 
jected in part. 
rescind must become operative in the present 
and not in the future. The company made no 
effort in any form before February, 1922, to 
return the In that month, the assured’s repre- 
sentative tendered the second year’s premium, 
which was and the company’s as- 
sistayt treasurer then told him “we were ready 
to return the premium paid on the policy.” 

Held, that this is not sufficient. 

The court during the course of the trial 
refused appellant’s motion to strike out cer- 
tain testimony of the assistant medical inspec- 
tor of the New York Life 
pany. He testified that in the course of his 
employment he had collected for his company 
insurance on the life of Alfred Stiegler. Held, 
that there was nothing to identify the applicant 
for insurance in the New York Life with the 
assured except the bare correspondence of 
name, and this was not sufficient. 

Judgment for defendant reversed. 


Siegler vs. Eureka Life Ins. Co. (Court of 
Appeals of Maryland) 127 Atlantic Rep. 397. 


refused, 
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By Joseph @. Seller of the New York Bar 






MUTUAL ASSESSMENT 

A member of association cannot claim that 
its agent has ostensible authority to do what 
he is forbidden to do. A policy, however, may 
be modified by mutual consent. A mutual 
assessment insurance association, retaining 
belated or tardy payments of assessments is 
not permitted to deny that the contract was 
modified. 

Plaintiff sued as the maimed beneficiary in a 
certificate of accident insurance. Defendant is 
a mutual benefit insurance society, incorporated 
under the laws of Connecticut. Its by-laws 
provide that any member who fails to pay to 
the secretary and treasurer the amount of any 
assessment within thirty days after mailing 
notice thereof to his last address shall there- 
upon cease to be a member and shall forfeit 
all his rights, privileges and benefits. The de- 
fense to this action is that on October 18, 1921, 
an assessment was levied and notice sent to 
the assured, stating that it was payable not 
later than noon on November 18, 1921. The 
assured did not pay within time limited, but 
on Friday evening, November 25, he did mail 
his check in payment thereof to the secretary. 
The check was not found in the postoffice box 
of the association on Saturday morning at 8 
A. M., and the assistant secretary did not again 
go to the postoffice until Monday, November 
28, when she found the check. The check was 
stamped for deposit, and a receipted bill for 
the assessment was mailed back to the assured 
stamped “Reinstated.” At that time she did 
not know that the assured had perished. 

Held, that an association member cannot 
claim that the association has conferred osten- 
sible authority upon an agent to do that which 
the member knows he is forbidden to do. But 
there was evidence from which the jury could 
have found that there was a regular custom 
adopted and approved by the ‘insuring associa- 
tion—acting by its managing officers—of disre- 
garding forfeitures imposed by the by-laws and 
accepting belated assessment payments; that 
the assistant secretary was permitted, if not 
instructed, to receive delayed payments from 
members 2s a matter of course, and that this 
custom was known and relied upon by assured. 

The claim that the insured was restored to 
his membership by stamping the word “rein- 
stated” upon his index card is not good, how- 
ever. 

Whether the payment was received by the de- 
fendant before the assured’s death was a jury 
question, as was also the question whether the 
above question was known to and acquiesced 
in by the defendant. If so, the assured’s mem- 
bership was never forfeited. 

New trial ordered. 

Perrigo vs. Connecticut Commercial Travel- 
er’s Assoc. (Supreme Ct. of Errors of Conn.), 
127 Atlantic Rep. 10. 
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COME SOUTH WITH COTTING 
WONDERFUL CLIMATE 


Most prosperous industrial district in the 
world 
Ed. L. Cotting, General Agent 
PAN-AMERICAN LIFE INSURANCE CO. 
Ist National Bank Blidg., Birmingham Ala. 
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FACKLER and BREIBY 
Consulting Actuaries 
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50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
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“Life Insurance Service’ 
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CONSULTING ACTUARIES 
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Service in All Branches of Insurance and 
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75 Fulton Street New York 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUAR . 
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Expert Advice on Domestic, Tropical and 
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Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 





¥ I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen’s Compensation 


Liability and Casualty Lines 1600 Bankers’ Trust Bidg 
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GEORGE B. BUCK 
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Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 


Consulting Engineers 

















DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bidg.. OKLAHOMA CITY, OKLA, 
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CONSULTING ENGINEER 
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HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
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FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Building 





F. M. SPEAKMAN, C.P.A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
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CARGO SURVEYOR 
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Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. | 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. hone: JOHN 1090 
50 John St. New York City 











Albany Legislation 
(Concluded from page 5) 


on the fourteenth day of disability instead of 
on the twenty-first day, as at present, and mak- 
ing other changes. 

Senator Reiburn, amending subdivision 3, 
section 14, workmen’s compensation law, by 
providing that, in arriving at the annual earn- 
ings of injured employees, regard shall be 
given to previous earnings. 

Senator Whitley, amending section 20, work- 
men’s compensation law, by providing that all 
awards of the board shall draw interest from 
thirty days after the making thereof. 

These bills have been advanced to third 
reading by the Senate: 

Senator Truman, adding new article 4-a, 
workmen's compensation law, relative to fibroid 
phthisis (silicosis). 

Senator Reiburn, amending section 28, work- 
men’s compensation law, by authorizing the 
State Industrial Board to permit a claim for 
compensation to be filed within two years after 
accident or death. 

Assemblyman Wheatley, amending section 
gI-a, insurance law, relative to revocation of 
certificates of authority of agents of health and 
accident insurance companies. 

Assemblyman Wheatley, amending section 
50, relative to penalties for violation of the 
provision concerning agents of non-admitted 
insurers. 
Assemblyman 
142, in relation 
authority. 
Senator Whitley, amending section 23, work- 
men’s compensation law, relative to the time 
within which an appeal may be taken to the 
Appellate Division. 


amending section 
certificates of 


Wheatley, 
to agents’ 


Princeton Seniors to Insure in Prudential 

The senior class of Princeton University is 
Preparing to take endowment insurance in the 
Prudential Insurance Company of America, 
Newark, to mature in twenty years, in favor 
of The Class Welfare Committee, in order to 
Provide funds twenty years hence for some 
gift or endowment to be made to the University 
at that time. It has become customary for the 
graduating classes to take such action, and the 
Insurance is placed in various large companies 
in rotation, this being the Prudential’s vear for 
getting the business. 


Outlines of Burglary Insurance 
Under the above title, Charles and 
Layton have published a new, up-to-date edi- 
tion of the book written by F. D. McMillan, 
assistant manager of the Prudential Assurance 
Company of England, and F. J. Woodroof, 
burglary surveyor of the Royal Exchange As- 
surance Corporation of London. This book 
briefly sets forth the history of burglary insur- 
contains 


Edwin 


ance and of rates ; defi- 
nitions; cites some leading cases, and deals with 
such other subjects as Contents of Private 
Dwellings; Insurance of Valuables; Objects of 
Art and Collections; Flats and Flat Inspecting ; 
Business Premises; Miscellaneous Risks; Sur- 


veying, and the Protection of Doors and Win- 


burglary 


dows, etc. It also has chapters on Burglary 
and Housebreaking Claims; Larceny Claims; 
Endorsements, and Moral with ap- 
pendixes relating to certain laws of interest to 
burglary underwriters. 


As early as 1787 an effort was made to form 


Hazard, 


a burglary insurance company in London, but 
no successful institution of this type was es- 
tablished for a century. 
three companies which were projected in the 
United States in 1875, 1876 and 18709, but were 
In 1888 the. first company 


The book mentions 


not fully organized. 
which made a practical success of the business 
was inaugurated in Glasgow. The organizers 
also established another company in 1892, which 
carried on operations for many years. The 
General Accident of Perth began burglary in- 
surance in 1890. 
took up burglary insurance, in one form or 


Other companies subsequently 


another, so that it has now become a staple line 
of insurance. 

The initial companies in the business natu- 
rally found rating a difficult problem, and this 
is treated at considerable length in the book 
above mentioned. Some litigated cases of par- 
ticular moment are described, which deal with 
important phases of the subject of burglary in- 
surance. 

The conditions under which contents of pri- 
vate under different 
forms of policy, including valued policies, are 
dealt with, and also the insurance of personal 
valuables, “all risks,” objects of art. pictures, 
sculpture and silver plate. 

The methods of insuring property in business 


dwellings are insured 


premises are described, and various classifica- 
tions are set forth, with their respective rates. 
Miscellaneous risks, including removals, private 
stables and garages, 
pavilions, and the club houses, clubs and insti- 
tutes, churches and chapels, bazaars and tem- 
porary 


houses, coach houses, 


exhibitions, museums, art galleries, 
hotels and inns, and also baggage, are treated 
in another chapter. 

Various kinds of doors and windows are de- 
scribed, and also the different ways of protect- 
ing them against the invasion of burglars, the 
chapter on this subject being accompanied by 
illustrations. 

Chapters dealing with burglary and house- 
breaking and larceny claims contain good ad- 
vice for those having to do with the settlement 
of claims. Forms of clauses for attachment 
to policies are given, and various forms of 


3r 


moral hazard in connection with burglary in- 
surance are described. 

Altogether, “Outlines of Burglary Insurance” 
is a very interesting and instructive work for 
those who are engaged in the burglary insur- 
ance It may be obtained through 
The Spectator Company at $5 per copy, de- 
livered. 


business. 


Son of Countess de Sancton Enters 
Insurance Business 

The insurance business as a profession in 
this country is attracting more and more col- 
lege graduates every day. It is also winning 
the attention of the best types of foreigners 
and men of direct foreign extraction. Many 
of the nobility of the Old World, entering 














commercial pursuits here, have chosen the field 
of insurance in which to utilize their energies. 
One of the latest to take this step is C. Adel- 
bert Churan, son of the Countess Jasmine de 
Sancton, who recently joined the New York 
city department of the Maryland Casualty 
Company's claim division. 

This scion of Spanish lineage, although born 
in the United States, was educated in England 
and, after a short period of activity in news- 
paper advertising, decided, upon his return to 
America, to begin an insurance career as claim 
investigator for the Maryland Casualty. His 
office associates state that the young man is 
rapidly acquiring a knowledge of American 
business methods and an understanding of cas- 
sualty company operation. 
in this column is a recent photograph of M. 
Churan. 


The picture shown 


Equitable of Iowa Enters New York 

\n important step in the history of the Equi- 
table Life Insurance Company of Iowa was 
made last week when it was granted a certifi- 
cate of authority to do business in New York 
State by Superintendent of Insurance James A. 
Beha. As yet the company has not submitted 
its policy forms to the Insurance Department 
for approval: however, it has agreed to issue 


the various regular forms of contracts on the 


participating plan, and sub-standard and term 
policies on the non-participating plan. 
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Insurance. 


Attractive Policies. 


Business With Us. 





Liberal Commissions. 


Standard and Sub-Standard Risks. 


SALESMEN WANTED 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Both 


If You Are Already Writing Insurance Stop That 


Leak in Your Income by Placing Your Declined 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 

















1924 
FINANCIAL STATEMENT 


AS OF DECEMBER 31, 1924 


NSS DES ee SS ee ee ee Se ea $17 061,347 .06 
LIABILITIES— 
POUCH PRESET VES «6.0.66. 005:6.9:0 0 00:00. 0-0 0.004 04,012,003 .92 
Total Policy Claims awaiting proof, Cou- 
pons and Dividends left to accumulate 
at Interest, Supplementary Contracts, 
Prepaid Premiums and Interest, Re- 
served for Taxes and Special Reserves. 1,385,581.88 
Pee a 74,299 .07 
Capital Stock........... $250,000.00 
Surplus, Apportioned and 
Unapportioned....... 538,500.19 
Surplus as to Policyholders.............. 


GAINS OF 1924 
Gain in Admitted Assets... ..ccccsccascsesccesccsecse 91,249,504.80 


788,500.19 
—$17,061,347.06 





OEE PTET LACS CC UC © ange oe een 8,583,630 .00 
Insurance in Force December 31, 1924..............00005 $1 18,031,431 .60 
A RECORD OF SERVICE 
Dotal Paid Poaticyowers cas 5 és c oe cscnees scree over $18,000,000 .00 


1924 
A YEAR OF PROGRESS 


We like to think of the figures at the left as being the RESULT 
of and the PROOF of SERVICE well rendered. 

These gratifying results have been accomplished not alone 
through the progressiveness of this Company’s executives—nor 
through its efficient field and home office forces, but through 
the harmonious coordination of all these factors. 

The policy of the Management of the Royal Union will be to 
continue to build under safe underwriting principles. 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


A. C. Tucker, President Wm. Koch, Vice President 
D. C. Costello, Secretary 


























they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 
communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 


Topeka, Kansas. 
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The Fireside Canvass 


By Epwarp Gray, 


Vice-President, The Prudential Insurance Company of America 


It is eminently fitting that at a sales con- 
gress held in this city the subject of how to 
sell larger policies should be considered. It 
was here that some of the brightest and keen- 
est minded of your business men saw how 
effectively life insurance aided in the domestic 
and business economy of their lives. Forty 
years ago men like John W. Wanamaker, 
Hamilton Disston, W. W. Gibbs, John B. Stet- 
son and other captains of industry and com- 
merce gave an impetus to the business of life 
insurance on a large scale that has continued 
and developed throughout these years. They 
and the men who sold the idea to them were 
pioneers and their work has been of incalcul- 
able value to the country at large. 

Gatherings of this character cannot fail to 
yield a satisfactory return. It was a_ wise 
man who said: “One does not maintain, let 
alone enhance the value of his investment in 
self by keeping within the narrow circle of his 
own achievement and never going out to ob- 
serve the methods, principles and ideals of 
those who are co-operating and competing with 
him.” 

When your president wrote Mr. Duffield, 
inviting him to send one of the Prudential vice- 
presidents to address this meeting, he said the 
talk “may be on. any subject you might select.” 
Then he used a very happy phrase in the sen- 
tence: “Personally, T would favor something 
along the line of fireside canvass.” There 
spoke the inner voice of the man who in this 
city of homes realized how important iteis to 
get in touch with the breadwinner, the head of 
the household, and the man to whom we must 
appeal through heart and head to make pro- 
vision for those who may have to face diffi- 


cult circumstances of life without his guiding 
-_— 

oi address before the Tri-State Life Insurance 
Ongress, Philadelphia, March 20, 1925. 


hand or help. Life insurance companies were 
founded with a view of conserving the home, 
protecting widows and children, and of fur- 
nishing in the later years some provision for 
old age to those who have traveled far down 
the highway of life. We must not get into 
the way of thinking that a man advanced iu 
years needs no protection, for there are so 
many cases where young or older persons are 
dependent upon those of great age. Get your 
people at the home office to tell the circum- 
stances in connection with the estates of those 
who had reached eighty or ninety years of age 
before death and you will have your eyes 
opened. Elderly people with a steady income 
are never so old as those who are dependent. 
Let us strive to the utmost to keep this spirit 
of independence alive in the young and the 
old. No matter how many the channels of use- 
fulness to which life insurance may be ap- 
plied are opened up, there will always remain 
that great majority of cases where the home 
folks will be the beneficiaries, and therefore 
the agent will do well to fit himself for the 
broader field of activity by making himself ex- 
pert in the sale of contracts which will keep 
the family together, prevent poverty and that 
sharp contrast between affluence, comfortable 
circumstances and the hard drudgery which 
people unfitted for such tasks may have to 
endure. 

Fireside means 
greatest business in the world to the people 
who are most interested in and benefited by it. 
Your appeal is made to the home builders, men 
such as Robert Burns had in mind when he 


canvass talking about the 


wrote: 
“To make a happy fireside clime, 
To weans and wife, 
That’s the true pathos and sublime 
Of human life.” 


a3 


There is a wealth of suggestion to the fireside 
canvasser in the quotation from Hamilton W. 
Mabie’s “My Study Fire’: “I catch in this 
transient splendor a vision of the deepest 
meaning which life and art have for me. The 
glow rests first upon those faces eagerly 
searching the depths of the fire that are the 
very heart of my heart. It rests next upon 
the books in which the thoughts of the great 
teachers and the dreams of the great artists re- 
main indestructible.” I like the homely com- 
ment of Horace Greeley on life insurance: 
“There are many all around us who ought 
to take out policies at once in deference not 
merely to the security and comfort of their 
loved ones, but to their own peace of mind 
as well. They cannot afford to live in con- 
stant dread of the hazards and privations to 
which their untimely decease would expose 
those dearer to them than life itself.” 

The fireside canvass will impress upon you 
the need of striking high and hard. The stimu- 
lus of pleasant surroundings and inspiration 
helps to bring out the best in us. There is a 
challenge to the prospect when you are speak- 
ing earnestly, intelligently and with high pur- 
pose. Some of the most satisfying work you 
have ever done has been accomplished on the 
days when you battled vigorously against 
obstacle, objection and indifference, and after 
the battle was over realized that you had served 
not only the interests of your prospect’s family 
but those of your own household as well. It 
was not the money alone you struggled so hard 
for; it was that the justice of your cause 
should be established. You hated to be beaten. 


There was, after all, something of the wooing 
note in your power of persuasion and advocacy 
that influenced your prospect and made him a - 
You 


you inspired his confidence first and houeht 


friend of yours. sold the contract but 











THE SPECTATOR 


Thursday 


INDUSTRIAL INSURANCE SECTION 


his good will and faith to repose in you. 

The conditions of life to-day are so complex 
that we need, or think we need, so many things 
to make us comfortable, so many things for 
which the whole of the purchase money is 


not available. Credit facilities are many and 
so varied that the things we want are easily 
obtainable. We pay out of income, but if the 
income stops through the death of the bread- 
winner, the family is face to face with difh- 
culties which can only be met by money, and 
no auction flag outside your house advertis- 
ing bargains that can be had at a forced sale 
can be ever so satisfactory in raising funds 
and in settling up as a life insurance policy, 
which pays a hundred cents on a dollar as a 
lump sum with a regular income to follow, 
and where service is rendered with right good 
will. How the bills accumulate, the doctor, 
the undertaker, the storekeepers, rent in many 
cases, unpaid income and inheritance taxes, 
charities for which the head of the household 
has become responsible, and last and heaviest 
in many cases the death grip of the mortgage. 
The thoughtful agent who plans a fireside can- 
vass will find it will pay him to lay out a 
program covering lump sums and income in- 
surance. Suppose a man does skimp and deny 
himself to pay for a good amount of insur- 
ance? Who will blame him for thus taking 
care of his family in the years they are grow- 
ing up, and who will fail to praise him if his 
foresight enables him to live independently in 
his old age? 
to meet through life insurance contingencies 
likely to arise and see that as economically and 
effectively as possible the needs of the situation 
are met with respect to present and future. 

Life insurance, sound in theory, sound in 
principle, sound in practice, is one of the great 
equalizers of wealth, because it creates, con- 
serves and employs capital. The more com- 
plete the understanding at the home of the 
benefits of life insurance in its varied ramifica- 
tions, the less likelihood of “not taken” poli- 
cies and lapses. 


Advise the breadwinner how best 


If it be understood that the 
insurance is to provide means tor the support 
of the wife during her lifetime, of the chil- 
dren until they are able to work, it will be 
easier for the members of the household to 
exercise self-denial, to practice economy. When 
the life insurance policy proceeds are applied 
to the liquidation of debts, the family can 
realize how potent a factor it is as a con- 
servator, for through its instrumentality the 
funds of the family are kept intact instead of 
being swept away by the floods of adversity. 

T am striving to keep as far from statistics 
as I can, and when I say that there are more 
widows than widowers, I know you wil 
lieve it, for there are so many proofs of this 
in the world around you. There is a reason 
for this, of course. In a great many cases the 
husband is the older. The evidence is to be 
seen in your offices. Look at the applications 
you fill out. Note the age of the beneficiary. 





- Look at the death claims as they are presented. 
I recently reviewed the records of over five 
hundred claims, because I wanted to make 





assurance doubly sure in respect to the bene- 
ficiaries under these policies where the husband 
died. In 381 cases the widow was the bene- 
ficiary. In 54 instances the estate, leaving the 
remaining 65 cases scattered between parents, 
children and 14 assignees. You can see by this 
that the money was going to the right people. 
If you do not make a fireside canvass, there 
may be no fireside for the family. “Fireside 
canvass, is that one of those needlework 
screens?” said the little girl. No, but it is 
a screen of a very different kind, a screen 
against dangers far more formidable than the 
heat or hazards of the hearth. 

You cannot show samples of your goods 
other than a promise to pay, a promise which 
is no mere scrap of paper but an obligation 
which the company begins to provide for at 
once and continues to make provision for all 
through the lifetime of the contract. If you 
were to place a basket of groceries, of meat, 
clothes and shoes, and the rent check before 
the eyes of your prospect, you and he would 
have a very fair idea of what a life insurance 
policy would mean. 

The income which keeps the fireside bright 
and cheerful is often derived from a business 
in which the insured has partners and em- 
ploys many people. Your program should in- 
clude partnership or business insurance to 
protect the partners and employees, and to 
keep the business as a “going concern” after 
the death of the insured. Your fireside can- 
vass will afford opportunity also to urge insur- 
ance for charitable purposes and the support 
of the benevolent enterprises in which the head 
of the family is interested, and it also gives an 
opportunity to say a good word for group in- 
surance. It is on my mind to urge you men 
of great affairs to keep the fireside canvass 
well to the fore. The more the homes of the 
land are protected, the better will social condi- 
tions be. Economy to buy life insurance will 
yield a return beyond the dream of avarice, for 
it will foster and keep alive the spirit of inde- 
pendence. 
fires burning, the more we as agents will be 
We won't have to re- 
proach ourselves with failure to do our duty. 


The more we do to keep the home 
satisfied with our work. 


Enlarge your field of activity by canvassing 
those who are not insured through your com- 
pany, for we must extend the benefits of the 
system as widely as possible. But let me urge 
upon you also the wisdom of keeping in touch 
with your old policyholders. Much of the suc- 
cess of the agent is due to following up the 
insured, keeping them advised as to progress 
and change and, as opportunity offers, getting 
them out of the underinsured into the ranks 
of those who are fully insured. There is a 
tendency, and we have all noticed it, to write 
the application in the first instance for too 
small an amount, and then to forget to call 
again. If it is worth while to visit a prospect 
and call back time and again to secure his ap- 
plication, it will certainly do no hurt to call on 
him after the insurance has been placed. An 
examination of claim papers will show how 
faithfully the work of familiarizing one’s self 
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JOHN HANCOCK NOTES 


Noticeable Improvement in Weekly 
Premium Accounts Noted 


NO CHANGES IN LEADERSHIP 


Many Promotions Announced from the 
Field—Leaders in Production Selected 
Boston, Mass., March 21.—Announcement 

is made of several decided improvements made 

by the weekly premium agencies in increasing 
their advances and reducing their arrears, tak- 
ing a real step forward in placing the condition 
of accounts on a firm basis. Some of the 
ereatest improvements in net conditions that 
have been made since December, 1924, up to 
the present time have been at Worcester with 

104 per cent; Albany, 101.7 per cent; Brockton, 

100.2 per cent; Lowell, 99.4 per cent; Newark, 

93.4 per cent; Fitchburg, 92.3 per cent, and 

several others who have passed the 70 per cent 

mark. There have been an increasing number 
of agents’ accounts carrying no arrears or 
practically none. 

The second month of the year sees only two 
changes in the leaders, all others holding their 
coveted positions. Assistant Aubrey G. Perry 
of Boston lost the premier position in ordinary 
to last year’s leader. Michael Mitchell of New 
York and Agent John Tchoryk of Cleveland 
displaced Louis Repeta in the Intermediate 
race. The leaders as they now line up are as 
follows: Assistant superintendents—gross in- 
crease, Henry W. Griffin, Malden; ordinary, 
Michael Mitchell, New York; intermediate, 
John Q. Johnson, Brooklyn; agents leading, 
gross increase, Max Rubin, Brooklyn; ordi- 

(Concluded on page 39) 








with the insured and his needs has been carried 
on, and the same review will also make you 
wonder why some one did not approach the 
insured and induce him to add to the insurance 
he carried. But you cannot write business on 
the dead. The review of the claim papers will 
only cause the poignant regret over missed 
opportunities. But continue the popularization 
and the beneficial work of life insurance. The 
duty of canvassing the home must be prose- 
cuted with the greatest vigor. There is no 
danger that the field will be exhausted. Every 
man engaged in the business of life insurance 
will find prospects innumerable through whom 
he will secure honorable competence and to 
whom he will in return render valuable service. 

Fireside canvass, the home canvass, will keep 
you fit, for it brings you in contact with people 
who know how to drive a business bargain, 
with people who realize their duty but want to 
put off its fulfillment to a more convenient 
season. Your business will be of large volume, 
varied as to form and to individual amount, 
large, small and medium, but the net result will 
be much more security, contentment and happi- 
less in your community. To quote the words 
of Bishop Herbert: “Still let your minds be 
bent, still planning when and where and how 
the business may be done.” 
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The Case That Counts 


By Henry BruEreE, 


Third Vice-President, Metropolitan Life Insurance Company 
p T 


“The Case That Counts” is the case that 
does most to justify the institution of life in- 
surance. You do most to justify life insur- 
ance when you build the bridge across the 
chasm of death for women and children bereft 
of their natural support. An institution as 
flexible and reliant as life insurance has be- 
come will be put to legitimate uses other than 
merely to provide economic security for the 
family. Rich men, for example, will properly 
use it to cover their inheritance taxes. But the 
institution of life insurance derives less 
strength from such a policy than it does from 
a five thousand dollar policy which stands a 
bulwark against the danger of family 
demoralization. This statement does not rest 
merely on sentiment, which too often, perhaps, 
is permitted to obscure clear thinking in this 
business of ours. The reasons for it are ob- 
viously that life insurance is essentially a ser- 
vice for the average man and that the average 
man is so numerous that those who purchase 
the larger policies represent only a small part 
of the population. The figures of the business 
sustain this fact. In United States companies, 
there are about 50,000,000 people insured for 
$64,000,000,000. The average is about $1300. 
This total, of course, includes industrial insur- 
ance of small individual policies and most of 
it protects persons in the city population. In 
the Metropolitan, however, 3,300,000 ordinary 
policyholders made up largely of working 
people and smaller business men have an aver- 
age insurance of $1600. 

I have no contempt for the large policy. T 
do not disparage those who write it. We all 
welcome those who purchase it. The confidence 
of men of large affairs and ability to make 
discriminating inquiry into the management of 
the institution they employ to serve them gives 
strength to those institutions. It is good for 
a company to have policyholders of sufficient 
individual interest and business knowledge to 
tead a balance sheet critically. All welcome 
and honor to them! 


Att Nesp INSURANCE 

If one-half the population of the country 
needs and is huying insurance, the other half 
needs it as much and should buy it. Of the 
113,000,000 people in the United States we may 
exclude, perhaps, 10,000,000 hecause of present 
advanced age, disability and dependency, or 
hecause they are helow the poverty line. The 
other uninsured 53,000,000 are eligibles. These 
are mostly average people and the children of 
such people, members of American families. 
Of the 53,000,000 eligibles, roughly 16,000,000 
are men over twenty years of age. Of these 
men most are present or prospective heads of 


a Their average mature income will 
€ about $2000. On what principle should they 
_ 


ppatatess before Tri-State Life Insurance Congress, 
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be insured? Is not one year’s income a mini- 
mum? If we assume that figure, there is avail- 
able in this uninsured group alone more than 
one-half as much insurance as there is now in 
force in all United States companies. If you 
depart from the modest and attainable ambi- 
tion of supplying insurance equal to one year’s 
income and begin to talk, as some do, in terms 
of capitalized earning power, you get into 
fantastic figures which only serve, I think, to 
obscure the practical and obligatory achieve- 
ment which life insurance faces. For several 
reasons I believe that the working men of 
America can be adequately insured within a 
few years and, therefore, it seems an impera- 
tive duty of the life insurance business to pro- 
vide such insurance. 

Without too much elaboration, may I state 
several of these reasons? 


THe AvERAGE Man 

The first is the ability of the public to pur- 
chase. Four years ago the annual sale of radio 
sets amounted to $2,000,000. In 1924 the busi- 
ness totaled $350,000,000. Who bought them? 
The average man. Ten years ago there were 
about 600,000 Ford cars in use. To-day there 
are upwards of 8,000,000, widening the horizon 
of the average man. What the average Amer- 
ican man truly wants he finds a way to obtain. 
Despite this fact, it is pertinent to include as 
an additional reason for giving attention to 
working men’s insurance the reduction in the 
national outlay of material and man power in 
the manufacture and distribution of liquor and 
the economic losses that resulted from its uni- 
versal consumption. Some of that saving has 
gone into life insurance and savings banks, and 
there is a great amount of it to follow. In 
brief, purchasing capacity for more insurance 
is available. 

The institution of life insurance has passed 
the stage of self-vindication. The distinguished 
president of the New York Life Insurance 
Company made a striking reference to this 
fact in his last annual statement to policyhold- 
ers. He said, you will remember, 

“Tf your neighbor is ill you sympathize with 
him, and if you know of some way in which 
you can help him you eagerly offer your ser- 
vices. 

“If you are a farmer you tell your fellow- 
farmer of any process you know by which his 
crop may be increased or how his methods of 
marketing may be improved. 

“You are moved by the same impulse if you 
are a physician or a lawyer or a merchant or 
a teacher or a mechanic or a clerk or a day 
laborer. 

“In other words, your neighbor’s welfare 
has become a part of your own life; your wel- 
fare is his concern too. 

“Insuring his life is no more your neighbor's 
private affair than is the condition of his health. 
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“Improvidence is just as real and just as 
dangerous as disease. The poverty which fol- 
lows both is worse than either. 

“The future welfare of your neighbor’s chil- 
dren and his own security in old age are your 
concern. You have observed the beneficen 
work of life insurance. Why not talk seriously 
to your neighbor about what you know.” 

These utterances strikingly evidence a 
changed and informed public opinion regarding 
our business. It is indeed the public’s business, 
daily and hourly fostered by the good opin- 
ion of those it serves, vindicated, not by the 
claims of those who sell it, but by the under- 
In brief, the 

magnificent 


standing of those who buy it. 
opportunity towards which the 
energy, enterprise and education of the thou- 
sands of hardworking representatives of the 
institution during the period of its growth have 
heen directed has arrived. Life insurance is 
about to become a universal necessity possessed 
by everyone whose life has economic value to 
others attached to them by ties of family rela- 
tionship or dependence. This is the second 
reason. 

The third reason for our belief that the prin- 
cipal immediate responsibility of life insurance 
is to extend protection to the great rank and 
file of the population is that life insurance, 
like other forms of business, has available 
to it not only a more receptive market, but 
more scientific methods with which to attack 
that market. Other forms of business are 
using the sales quota to supplement personal 
contacts as a means of directing and controll- 
ing the activities of selling forces. These 
quotas are not arbitrarily established merely by 
assigning a somewhat greater volume of sales 
per agent than he produced in a previous 
period, leaving it to him to find ways of living 
up to it—they are measured and fixed accord- 
ing to an analysis scientifically made of the 
purchasing power and potential demand for the 
particular product in a specific community or 
territory. They are based on a careful analy- 
sis of past business done in order that impres- 
sive totals may not be permitted to obscure 
neglected opportunities. A manufacturer of 
business appliances, with a remarkable sales 
record, for example, in establishing quotas for 
its salesmen, saves them time by directing their 
effort into productive channels. These quotas 
are based one-half on the number of machines 
already in use, as indicating a receptive mar- 
ket; the other half is based on a census of 
potential buyers rated according to their prob- 
able needs and purchasing power. To support 
this evaluation this company receives a service 
showing by counties for rural districts and by 
blocks in a city the number of enterprises of 
different types and groupings. 

There are 21,500,000 individuals insured by 
the Metropolitan in all departments, and of 
these 18,500,000 belong to the industrial class 
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and chiefly carry industrial insurance. Many of 
its ordinary policyholders are also holders of 
industrial policies, or were at one time holders 
of such policies. There is a continual gradua- 
tion from the industrial class to the ordinary 
class as individuals change their status. Pri- 
marily, however, industrial insurance is work- 
ing class insurance, designed to protect work- 
ing men and their families. 

Thirty years ago it was already evident that 
working men should have and wanted more in- 
surance than it was then profitable for them 
to buy in industrial or weekly premium’ poli- 
cies and which the standard requirements as to 
occupation and mortality did not permit them 
to obtain in the ordinary or annual premium 
form. The Metropolitan established its inter- 
mediate insurance with a standard policy of 
¢so0, with rates, as the name indicated, inter 
mediate between industrial and ordinary and 
with premiums payable on an annual or part 
annual basis, instead of weekly. There was a 
prodigious amount of educational work done to 
get this policy before working men and to 
sell it. As it 
developed in popularity there was occurring a 


accustom the agency force to 


steady improvement in working and living con- 
industrial and 4 


mortality. inter- 






population 
The 


mediate policy ceased in a measure to be the 


ditions of the 
steady betterment in 
only recourse open to workingmen who wanted 
to buy life insurance in larger amounts than 
it was good business for them to buy in the 


form. 





industriz 


The working man became an 
ordinary insurance buyer, sometimes with the 
quilification of special ratings, but often with- 
out such qualification. The intermediate be- 
came in a sense the refuge of those who were 
not quite eligible for ordinary and yet above 
the industrial rating. The company has to-day 
in force $1,117,000,000 of intermediate insur- 
ance on 1,500,000 lives. 


This achievement in establishing inter- 
Mediate insurance is one in which the Metro- 


politan has taken a great deal of satisfaction. 
In a large measure it pioneered in applying the 
idea of insurance as family protection to the 
working class. Because of this experience and 
its natural relation to the industrial population, 
the Metropolitan has 
Progress of insurance 





interest in the 
among working people. 


a great 
About a year ago it made several test analy- 
insurance paid from all 
shown by death claims, on adult males insured 
mits industrial department. The average amount 
= $500. Sixty-nine per cent left less than 
*500: 12 per cent, $1000 or more, and 19 per 
cent between $500 and $1000. The president 
of the company shortly afterwards established 
a goal of $3000 as a reasonable minimum of 
Msurance that should be placed on the head of 
every industrial family. Obviously with the 


enormo i Cc i r 
rmous msurance in ecent 
years, 


surance hy 


ses. of 
; sources, as 


extension of 


and the probable decrease of total in- 
surrender or loans before death, 
force on workingmen would be 
sreater than the amount shown by even re- 
To determine the amount 
of head of industrial family insurance in force 


Msurance in 


cent death claims. 


PRUDENTIAL NEWS 
Record Producers in Industrial 
J. J. QUIGLEY HONORED 


Many Additions to Merit Button Class and 
Old Guard 

Throughout the past few weeks the field 
force of the Prudential Insurance Company of 
America, Newark, N. J., has particularly dis- 
tinguished itself by creating a new record in 
the production of industrial ‘insurance. In 
comparison with the corresponding period of 
last year an excellent increase has been experi- 
enced. Among the leading producers respon- 
sible for this and deserving of mention are: 
S. Dolata, of the Buffalo, N. Y., Number 1 
district, rank number 4; H. Civin, of the 
Rochester, N. Y., Number 2 district, rank num- 
ber 8: S. P. Stukowski, of the Buffalo Num- 
ber 1 district, rank number 10; F. C. Mont- 
gomery, of the Rochester Number 1 district, 
rank number 17; E. D. Regan, of the Roches- 
ter Number 2 district, rank number 18; J. J. 
Regan, of the Rochester Number 2 
rank number 19; F. C. Sickels, of the Roches- 
ter Number 2 district, rank number 23; J. E. 
Fleming, of the Buffalo Number 1 district, 
rank number 25. The men listed above repre- 
sent the excellent work accomplished by the 
assistant superintendents of Division H. The 
agents of same are as follows: 
H. Prusinoski, of the Buffalo Number 1 dis- 
trict, rank number 2: F. Heinlein, of the Buf- 
falo district, rank number 10; J. 
Prinzivalli, of the Buffalo Number 1 district, 
M. A. McNerney, of the 
rank number 27: H. C. 
district, rank 


district, 


the corps 


Number 3 


rank number 15; 
Binghamton district. 
Kitts, of the Rochester Number 1 
number 30. 

During the latter part of February a special 
celebration was held in honor of the twenty- 
fifth anniversary of Superintendent James J. 
Quigley, of the Red Bank, N. J., district. Vice- 


among Metropolitan policyholders, a field in- 
spection in the ordinary course of application 
inspection was made of 11,649 fatnilies, scat- 
tered throughout the United States and Canada. 
These families carried an average of $2130 of 
insurance of all kinds—industrial, intermediate, 
ordinary, group and fraternal in all companies 
and societies combined. The average annual 
premium was $87—$10 of this amount being 
for fraternal. There were 12 per cent of all 
families with no insurance of any kind on the 
head of the family. The average coverage of 
the heads of families insured was $1450. Of 
those insured, 21 per cent had less than $500 
of protection; 39 per cent had less than $1000, 
and 40 per cent less than $3000—the goal which 
the Metropolitan has set as the ultimate objec- 
tive to be achieved in insuring heads of indus- 
trial families; 31 per cent of the insured 
fathers carried industrial insurance only; 03 
per cent of all mothers and children were in- 
sured and nearly 80 per cent of them carried 
industrial insurance only. 


»_ 


VV 


President G. W. Munsick, Assistant Secretary 
F. A. C. Baker and Manager C. W. Kirk, all 
from the home office in Newark, were present 
at the happy occasion to do honor to Mr. 
The meeting was opened by the 


Quigley. 
superintendent, who, after welcoming his 
euests, requested the visiting division manager 
to act as chairman. Mr. Munsick was the first 
speaker. He proceeded to give an interesting 
and well deserved eulogy on Mr. Quigley, then 
presented him with the emblem and certificate 
of Class E of the Prudential Old Guard. An 
appropriate response was heard from the latter 
and other good talks followed. Simultaneous 
with Mr. Quigley’s entrance into the Old 
Guard other anniversary men awarded cer- 
tificates were: S. G. Woolley, twenty-five year 
emblem; J. A. Pruden, twenty-five; J. T. 
Dougherty, fifteen. Subsequent to the awards 
Assistant Secretary Baker concluded the gath- 
ering with an instructive business talk. Later 
a dinner and entertainment was held at the 
Globe Hotel in Red Bank. 

A great deal of credit is due those who, thus 
far in the year, have been successful in attain- 
ing the various classes of merit button awards. 
Those worthy of special mention are: Agent 
J. A. Henry, of the Indianapolis Number 1 
district, the first member of Division G to 
qualify for a $50,000 merit button: J. Panoff, 
of the Brooklyn Number 6 district, bronze; 
Warren C. Johnson, of the Columbus, Ohio, 
Number 1 district, bronze; Joe Vinci, of the 
Cleveland, Ohio, Number 4 district, bronze; 
E. G. Wilkinson, of the Cleveland Number 2 
district, bronze; Superintendent D. E. Wilson, 
of the Portland, Ore., district, gold; C. J. 
Muller, of the Los Angeles Number 1 district, 
silver. 


Women as Aid to Insurance Salesmen 

Statistics have brought out that women do 
far more buying than men. T take for my 
authority on the subject the Harvard Bureau 
of Business Administration and the 
Carnegie Institute, where records that 
nearly three-fourths of everything that is sold 
from men’s clothing down to the incidentals 
are bought either by or through the women. 
That being the case brings me more pointedly 
to the part they play in the buying of insurance. 

At nearly every we call it is the 
housewife who answers the door. It is she 
who gets the first impression, either favorable 
or otherwise and it is she whom we must sell 
first before we can expect to get a successful 
or profitable, if you will, interview with the 
man of the house. 

The first thing in my humble opinion that is 
necessary is absolute faith in what you have 
to sell, without which everything else is of no 
avail. Next in importance is appearance. You 
do not have to wear clothes in the height of 
fashion, but a clean shave, collar and shirt 
and a great big smile are absolutely necessary. 

Make your sales talk on the “merits” of your 
proposition. Do not “beg” for business. That 
is not selling it. Be earnest and forceful and 


also 
show 


house 
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don't forget enthusiasm or “pep” as it is more 
commonly called. 

Ii vou succeed in selling the lady an indus- 
trial policy or two it is a certainty that you 
have made a good impression and she has con- 
Then and there is the time to 
cow the seed for bigger things. Get her in- 
terested in ordinary contracts. Teil her what 
your company can do for her husband or her- 
self. In at least 60 per cent of your canvasses 
you will be invited back to see the husband 
and that is “your big chance” to put an ordi- 
niry knockout punch over. 

This business, “quality business’ I mean, is 


fidence in you. 
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not sold easily. It takes good, honest, persistent 
effort and it is not a business for the quitter, 
but the man who applies himself along the 
right lines cannot help but succeed. 

To the man who is inclined to get blue or 
quit when things are not breaking right, I 
would commend these lines, the author whose 
name is unknown to me. 

“T never may reach the goal I’ve set, but | 
thank God for giving me the desire to set it 
high.” 

Or, still another— 

“The secret of success is in the man and not 
in the stuff he works on.”—The Banner. 


An Investment for Boys 


The subject of insurance as an investment 
for bovs has been treated in a most delight- 
ful and interesting manner by William G. 
Shepherd in an article for the Amyerican Boy 
entitled “John Hundred.” Mr. 
Shepherd has created the artful character of 
John Hundred, the $100 any boy can earn, and 
his stories weave an exciting little romance of 
how this hundred dollars can he used to best 


Insurance 


Other articles in the series have 
dealt with John Bond Hundred, John Stock 


Hundred, John Mortgage Hundred, John Land 
Hundred, John 1 


advantage. 


3orrowed Hundred and now 


John Insurance Hundred. In delineating in- 
surance to the boyish mind Mr. Shepherd has, 
accompanying his article, an illustration depict- 
ing his character as a giant knight in armor. 
With one mailed arm the figure supports a 
huge shield sheltering people crouched below. 
In the other a long sword is shown wielded bv 
honlen? ze : 
the knight against the elements and those who 
would oppress the figures under the shield in- 
surance. All this appeals to the fancy, more 
s0 to the venal one, and his mind is more recep- 
tive to the suggestions below. 
Of Mr. Shepherd’s work itself we quote the 
following : 
1 

John Insurance Hundred is the great pro- 
sige ; Ask him to help you, and he'll spread 
~ 1g wings over you, or over those you 
aii and give shelter against the results of 
some of the most unpleasant thines that can 
hapnen in life. 
There are things that may happen to a fel- 
- in this world that can't always be avoided. 
— aren't pleasant things to think or talk 
r out ; but, now and then, it’s good to look such 
things in the face and try to get ready to meet 
wera. There’s fire, for instance. which de- 
re buildings. There's accident, which mav 
cripple aman so that he cannot work. There's 
illness, which brings doctor bills and lavs a 
— out so that he cannot earn his wages or 
salary. And then there’s old Mr. Death hirm- 
seit, who can destroy you and your business or 
your best plans. : 
These things are pretty rough. No matter 
how hard you work or how well you work 
one of these things can deliver you, or 
those who are dependent on you, a mighty 
hard blow, 
_ The fne thing about John Insurance Hun- 
dred is this: He can’t keep you from 
ut. but he can keep the blows from heing 
knocl-an+”? 79 

‘knock-out blows. “Bad luck” mav take < 
smash at you, but John Insurance Hundred 
gs him fron putting you down and out. 
_¥0 one can blame a fellow for having had 
tek; if can come to the wisest and the hard- 


any 


th 


HNeing 


est-working man in the world. But you can 
blame a fellow for not looking facts in the 
face and realizing that hard luck may come, 
and for not having John Insurance !lundred 
ready beside him to help him meet it, if it 
does come. 

The insurance company is always more 
cheerful than he is. It always says that none 
of these things will happen to him; at least, 
not right away. 

The man who takes out insurance hopes none 
of them will. He doesn’t want to be in an 
accident or to get ill or to have his store or 
house burn down or to lose his crops or to die. 
But the point is that, if he does meet with any 
of these experiences, he and his family are 
protected. The insurance company pays him 
any financial loss he may meet. If he is carry- 
ing life insurance, the company pays _ his 
dependents. 

In explanation of the means whereby insur- 


ance companies dispose of their funds Mr. 
Shepherd says: 

They put them to work as John Mortg ge 
Hundreds, John Bond Hundreds and_ other 
kinds of John Working Hundreds which often 
help to erect buildings in great cities, con- 
struct city water systems, street car lines, tele 
phone lines, railroad lines, power lines, and 
many of the other public utilities that serve to 
make our cities and our country comfortable. 
You'll find John Insurance Hundreds working 
in every corner of the business world; waiting 
to be called back, when misfortune comes to 
some insured person, to pay the losses. 

The insurance companies are experts in find- 
‘ng jobs for their John Hundreds to do. The 
arnings of these John Hundreds both from 
the “reserve” and from the “surplus,” are 
usually estimated at three per cent. The com- 
nanies are allowed to keep that much of John 
Hundreds’ salaries. But usually the earnings 
run over three per cent; and when they do, 
the excess is distributed, together with the 
henefits of other savings of the company, in 
the form of dividends to policyholders. That 
means that your John Insurance Hundred, in 
the case of life insurance at least, pays you 
a little of his wages as well as protects you. 

In covering and recommending endowment 
the boys Mr. Shepherd 


that more than one young man has gotten his 


insurance to states 


start in life in this manner. Strongly advanc- 
ing the paid-up policy as the next best form 
“Vou 


pay in so many John Insurance Hundreds for 


of investment for the boy he says of it. 


a certain number of years, and at the end of 
that time you don’t pay in any more. But the 
policy runs for the rest of your life, no mat- 
ter how long you live. In most life insurance 
companies you can borrow back from the com- 


pany in a pinch, some of the money that has 
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John Hancock Notes 


(Concluded from page 34) 
nary, William Phillips, Boston; intermediate, 


John Tchoryk, leading assistant 


: Cleveland ; 

superintendents, detached agencies, gross in- 
crease, Louis M. Slavin, Springfield; ordinary 
and intermediate, John A. Green, Cohoes. 

During February, 1925, Harry Bluver, New 
York, qualified for the $100,000 paid-for busi- 
ness merit class, and agents John E. Renfro, 
I. St. Louis; Thomas J. Egan, Albany ; Murry 
I. Berkowitz, Brooklyn; Harry C. Schmitz, 
Chicago; John J. Herlt, St. Louis; Patrick J. 
Garrity, Chicago; Edward J. Corrigan, Long 
Island City, and Algot Barthodson, Roxbury, 
qualified for Class D, the $50,000 class. — 

In connection with the merit classes it 1s 
announced that during 1925 there will be two 
eroups of assistants and agents who will 
qualify for membership. those who 
secured the Merit Emblem last year for a 
lower class and now produce a sufficiently 
large amount of business to qualify for a 
hizher class. Second, there will be the agents 
who did not make any of the classes last year, 
as well as a number of progressive new agents 
who are forging ahead rapidly. 

A new detached assistancy was opened at 
Attleboro, Mass., last month and John P. 
McCormick of Taunton was promoted to 
assistant superintendent in charge. 

William E. Scully, who finished second in 
the Roxbury agency last year, has been pro- 
moted to an assistant superintendent. 

Agent James F. Barg, ordinary leader in 
the Pittsburgh agency last year, has been pro- 
moted to assistant superintendent. 

Walter G. Garretts, leader of all the agents 
in Elizabeth in both weekly premium and ordi- 
nary, has been promoted to assistant superin- 


First, 


tendent. 

Charles R. Zurfluh, Philadelphia, has been 
promoted to assistant superintendent. 

Agent Sigmund Troum of Jersey City has 
heen promoted to assistant superintendent in 
charge of the Bayonne detached district of that 


agency. 


P. D. Encababian the Author 
In Tue Spectator of March 19 appeared a 
chart entitled “Service Rendered by Modern 
Life Insurance.” The copyright line was 
somewhat indistinct. This line read (c) P. D. 
Encababian, N. Y. 


already been paid in: it makes your credit 
good in a tight corner. 

Concluding his article Mr. 
this excellent advice to the young: 

The best thing IT can say is: The man who 
comes to you from a good reliable insurance 
company to “talk insurance,” as they call it, 
is worth listening to. He can tell you how 
to protect vourself, and those you love, when 
things go wrong. He’s offering you a chance, 
if you want it, to join in with a great group 
of your fellowmen for the purpose of giving 
unkind Fate a good, hard crack, the minute he 
raises his unwelcome head. 


Shepherd gives 








“Unselfishness in Action” is the title of a leaflet 
written by T. W. Blackburn, secretary of the Amer- 
ican Life Convention, which dwells upon the altruistic 
characteristics of life insurance. 
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METROPOLITAN NOTES 





Several New Districts Created 





TEN LEADING AREAS 





Many Changes in Local Staffs Noticeable 
Throughout Field Force 

Few changes have taken place among the 
managers of the Metropolitan Life Insurance 
Company during the past few weeks. In the 
city of Buffalo, New York State territory, a 
new district has been created to be controlled 
by M. E. Thompson as manager. Mr. Thomp- 
son was formerly an assistant manager in 
Olean, N. Y., and thus receives promotion. In 
the same city Dr. G. S. Staniland, who had 
been one of the company’s managers for many 
years, resigned and the vacancy was filled by 
the appointment of F. L. Moran, former super- 
intendent of agencies for the Southwestern 
territory. Another promotion occurred in the 
same territory. Philip Gilberg, an assistant 
manager in Rochester, N. Y., was made man- 
ager in the Milburn district of Buffalo to suc- 
ceed H. T. Thompson, who was transferred 
to Niagara Falls, to succeed J. M. Welch, re- 
signed. 

The manager of the South Shore district, 
Chicago, in the Great Western territory, J. P. 
Cleary, was discontinued and was succeeded 
by E. P. Lomasney, transferred from Juneau 
Park, Wis. This vacancy caused several 
moves. Nicholas P. Beck, manager of Racine, 
Wis., was transferred to Juneau Park, and 
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Henry V. Jalass, manager of Wausau, Wis., 
was transferred to Racine. The vacancy in 
Racine has not yet been filled. 

In the Middle West territory, H. S. 
ton, manager of Toledo, Ohio, was 
tinued and the place filled: by the transfer ot 
J. T. Lynch from Muncie, Ind. H. J. Wilkin- 
son, superintendent of the Indianapolis City 
Industrial Account, was then promoted to be 
manager of Muncie, Ind. In the same terri- 
tory A. W. Carlton, manager of the Scioto, 
Ohio district, was appointed general assistant 
manager of the territory, and he was _ suc- 
ceeded by R. D. Woodworth, transferred from 
Ashtabula, Ohio, he in turn being succeeded 
by W. S. Crowell, manager of Indianapolis, 
Ind. This vacancy is not yet filled. 

To complete the list of changes mention 
must be made of two exchanges in the South- 
western territory, A. H. Wilks, manager of the 
Wyandotte, Kansas City, Kan., district, going 
to Cumberland Valley, Nashville, Tenn., and 
J. A. Maddy of that district going to Wyan- 
dotte, Kansas City. The manager of Wil- 
liamsport, Pa., in the Middle Atlantic terri- 
tory, L. G. Bullard, resigned, and he was suc- 
ceeded by L. W. Bosler, promoted from assist- 
ant manager in the same district. 


Boyn- 
discon- 


Groups Bill Favorably Reported 
Lansinc, Micnu., March 23.—The Madill 
house bill, sponsored by the State Insurance 
Department, to permit the writing of group in- 
surance in Michigan was reported out favorably 
late last week by the house insurance commit- 


Thursday 


tee. The measure. follows the New York | 
statute very closely, the Empire State’s act 
the subject having been used by the State qe. 
partment in allowing the transaction of SToup 
policies here before the existence of a lay, 





G. P. Paul Elected Associate Medical 
Director 

Dr. George P. Paul, a physician of rare 
ability and wide experience, has been elected 
an associate medical director of the tna Life 
Insurance Company, Hartford. Dr. Paut js 
graduate of New York University and holds 
the certificate of public health from the Schoo! 
of Public Health, Massachusetts Institute of 
Technology and Harvard University. Since 
his graduation he has conducted extensive re. 
search into disease control and public health 
administration methods in every corner of the 
tropical world. From 1916 to 1922 Dr, Payt | 
was associated with the Rockfeller Foundation, 
carrying on disease control work in South and 
Central America, the British West Indies, Avs. 
tralia, India and the Fiji Islands. 

Just previous to his election Dr. Paul has 
been identified with the New York State Health 
Department, in which position he has written | 
two excellent medical text books. 


American Bankers Builds Own Press 
In accordance with its plans of building a 


private printing plant the American Bankers | 
Insurance Company of Jacksonville, Ill, has | 


started work on what bids fair, when com- 
pleted, to be one of the most modern and 
finest printing plants in the country. 














THE GLOBE MUTUAL LIFE 


INSURANCE COMPANY 
OF CHICAGO, ILLINOIS 


HARPER’S LIFE INSURANCE LIBRARY 











GAIN IN INTEREST.............. 
RID OF THOCOME. .. 00. cccecsevs 
GAIN IN ASSETS........ 





SPECIAL DELIVERY. 





PROGRESS OF THE GLOBE FOR 1923 


GAIN IN INSURANCE IN FORCE. .83 PER CENT. 
31 PER CENT. 
26 PER CENT. 
wees 0-23 PER CENT. 
AVERAGE GAIN IN ALL ITEMS...41 PER CENT. 


This is away above the average of all Life Insurance 
Companies in the United States Combined. 


CLAIMS PAID BY RADIO—TELEGRAPH—AND 


T. F. BARRY, President, 
Gen’! Mngr. and Founder. 


livered. 


Price, 


Underwriting as a Career—By Edward A. Woods, President Edward 
A. Woods Co., General Agents, Equitable Life Assur. Society; Ex-Presi- 
dent National Association of Life Underwriters. $2.35. 


- 

Analyzing Life Situations for Insurance Needs—By Griffin M. Love 

lace, Director, Life Insurance Training Course, New York University. 
Price, $2.40 Delivered. 


The Psychology of Selling Life{ nsurance—By Dr. E. K. Strong, Je. 
School of Life Insurance Salesmanship, Carnegie Institute of Technology 
Price, $4.25 Delivered. 


Selling Li.e insurance—By Dr. John A, Stevenson, Second Vice-President, 
Equitable Life Assurance Society; Formerly Director School of Life 
Insurance Salesmanship. Price, $3.75 Delivered. 


Meeting Objections—By Dr. John A. Stevenson. 
The House of Protection—By Griffin M. Lovelace. 


Life Insurance Underwriting—A standard course embracing nine book" 
lets, ———s reading assignments for United Y. M. C. A. Sc 


Principles of Life Insurance—By Griffin M. Lovelace. 


Inheritance Tax—By Franklin W. Ganse. 


Price, $1.60 Delivered 
Price,’ $1.60; De- 


hools: 


IN PREPARATION 





SEND _ FOR _ NEW HARPER BOOK 








CONSTRUCTIVE SAMLESMANSHIP 
By Dr. John A. Stevenson 

‘Keen as the edge of a sharp knife. 
the heart of things and places before the salesman the very 
life principle of his business. 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were 4 
‘dest seller’ as it may well become.”—Insurance. 
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One would like to quote freely 





PRICE $3.00 
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NOW READY 
THE LIFE AGENTS BRIEF 
for 1925 


First in the Field with the new Rates 


Dividend Schedules, Surrender Values, Net Costs, Policy 
Provisions, Group Rates, Industrial Rates, etc. 


The only book arranged by ages—the only logical 
and proper way to present this class of information. 


Price, $2.00 
Wholesale Rates on Application 


ORDER NOW 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 













































MUTUAL LIFE OF ILLINOIS Rockford Life 








Springfield, Illinois I nsurance Com pa ny 
OPERATES UNDER REGISTERED POL- WANTS MOR E 
ICY AND RESERVE DEPOSIT LAW OF 
wLINOIS SALESMEN 
Furnishing of PROSPECT LISTS is only Home Office: Rockford Trust Building 


one of our features of cooperation with 


our Agents 





DESIRABLE TERRITORY AVAILABLE eR ee Poe 
00 enings for Representatives in 

FOR GENERAL AGENCIES IN ILLINOIS, Illinois, Ps Iowa, pe Indiana and Michigan 

INDIANA, IOWA and MISSOURI Apply Francis L. Brown, Vice Pres.-Secretary 
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JOSEPH FROGGATT & CO. 


INC, 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE 
25 CHURCH STREET 


NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK, N. J. 
Globe Building 


SAN FRANCISCO 
Insurance Exchange Building 


BOSTON 
Winthrop Building 


1925 AUDITS 


Some years ago the value of 
having Public Accountants audit 
the affairs of companies at least 
once a year was not generally 
recognized, but now it is the ex- 
ception to find a company which 
is not regularly audited, and 
many have adopted the plan of 
a monthly, quarterly or semi- 
annual audit. 


In these busy days, executives 
are too fully employed to give 
close attention to the details of 
the business and they, together 
with their Directors, believe it 
is their duty, in properly safe- 
guarding the interests of their 
stockholders, to have the details 
of their business examined by 
independent Auditors at least 
once a year. 


When considering your ar- 
rangements for 1925 we should 
be glad to have an opportunity 
of discussing this matter with 
you. 


JOSEPH FROGGATT, 
President, 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 




















CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. 

Companies and general agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 


EVERY AGENT AND BROKER 


who sells automobile insurance needs copies of this valuable 
book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
Per copy, paper binding.................cceeesees $1.00 
Per copy, fabrikoid binding..................2++: $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
135 William Street 


CHICAGO OFFICE: 
NEW YORK 


Thursday q 
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Elevator 

Coal Mine 

Workmen’s Compensation 
Electrical Machinery 
Fidelity Bonds 
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HE bond of a public official carries liability for the acts of the deputiel 

"T employees of the official as well as for the acts of the officia 
himself, and it not infrequently stands as a guarantee of the continued 
Water Damage solvency of such bank or banks as may be used by the official for depositories 


of public funds. 
Plate Glass 


Sprinkler Leakage 


If for purely sentimental reasons your client would be inclined to risk 


Boiler “his all” to accommodate a friend by signing a bond guaranteeing his 
aaa honesty, are those reasons sufficient to warrant him in assuming the risk 
Engine of a bond on a number of persons with whom he is unacquainted, and of a 
Fly-Wheel bank or several banks in which he is not interested? 

y- Whee 
Burglary 
Check Alteration and Forgery Maryland Casualty Company 

BALTIMORE 
Surety Bonds p 
Vis \ 
CASUALTY z x SURETY 


INSURANCE Cars BONDS 























UNITED 








An Organization Attributing 
Its Success To The Personal this class of insurance. 

and Intimate Relations Main- PRICE PER COPY, $1.00 
tained Between Company and 


A NEW BOOK 


SELLING ACCIDENT 





STATES 


FIDELITY AND AND 
GUARANTY CO. 


R. Howard Bland 
President 


HEALTH INSURANCE 


By Thomas L. Bean 


Vice-President of a leading insurance 
company writing these classes of insurance 





Here is a new sales manual for accident and 
health insurance. A series of answers to ob- 
jections of prospects presented in this book in 
itself is of inestimable value to an agent selling 


WHOLESALE RATES 


Agent. 50 copies............. $42.50 
SH EOMIOO Ss aio 3550 wes 22.50 
rn Office - on PC Sa  ee 80.00 
Net Premiums in 1924—Over $33,000,000 THE SPECTATOR COMPANY 
CHICAGO NEW, YORK 
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MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over quarter of a billion in- 
surance in force. Faithfully serving insurers 
since 1878. 


Fidelity Mutual Life 
INSURANCE COMPANY, PHILA. 
WALTER Le MAR TALBOT, President 


Al Few Agency Openings for the Right ACen 








Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 ° 


Pennsylvania 
Over forty per cent of the new business of the 
Provident Mutual is upon the lives of old policy- 
holders who not only evidence their satisfaction by 
insuring their own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of the Provident 
Mutual is the active good will of these whose 
Old Age Endowments have matured. 
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At last—a NEW appeal to Prospects! 


Secure Now, But— 
How About The Future? 


Here’s a new life insurance folder wherein a different 
treatment of illustration tells most of the story, so 
that the busy man, whether he reads the brief text 
or not, gets the meaning of the message. 


Before the prospect can be made to act, he must 
be made to think. A picture will often succeed 
where ten thousand words would fail. 


This new folder is now ready to act as your selling 
assistant. Furnished at attractive prices in any 
quantity. 


Send 15c today for sample copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 


























We are prepared to offer unusual opportunities for muney- 
making NOW and creating a competency for the FUTURE. 


For Contracts and Territory, address 


BEAUMONT, TEXAS 


H. M. HARGROVE, President . . 











Wilmer L. Moore, President Robert F. Moore, Secretary 


TEXAS — TENNESSEE 
WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 


Wilfred S. McLeod, Agency Manager 
The Southern States Life Insurance Company 


Atlanta, Ga. 
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OPPORTUNITY BECKONS 


T’he life insurance business offers an unlimited field of achievement for men of ambition and determination. 


If you contemplate life insurance underwriting as a career get in touch with this growing company and grow 


THE WESTERN AND SOUTHERN LIFE INSURANCE (0. 
HOME OFFICE: CINCINNATI, OHIO 


with us. 














We Say It Again! 


From time to time in the last few years the following has been the wording of Penn 


MutvaL advertisements in life insurance jourials: 

A “Penn Metvat premium, less a PENN Mutvat dividend, with Penn Mutua 
values, makes ai insurance proposition which, in the sum of all its benefits, is unsur- 
passed.”’ 

Never more true than to-day!—with new and better Policy forms, increasing Divi- 
dends, new and constantly improving Service to Policyholders, Beneficiaries, and 
Agents. 

There’s steady forward motion in the PENN MuTUAL organization. We warmly 
welcome men and women of ideals, industry, character 


The Penn Mutual Life Insurance Company 
Philadeiphia, Pa. 
Organised 1847 














THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 





LANCASHIRE \ 
- INSURANGE CO. 


ke 57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 


New York Department: 











for IN DIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 











WANTED 


State and District Managers in Ohio, Virginia, Kentucky, 
Maryland and West Virginia. 
Over 118% Solvent 
Legal Reserve—American Experience Table 
Waiver of Premium Clause 
Monthly Income 
Fraternal Benefits 
Organized October 27, 1868. 


GRAND LODGE A. O. U. W. 
OF WEST VIRGINIA 


1119-1121 Chapline Street Wheeling, W. Va. 








YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 











EUREKA MARYLAND ASSURANCE CORP. 
f 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY 


JOHN C. MAGINAIS, Presideat 
J. BARRY MAHOOL, Vice-President 


JOSH. N. WARFIELD, Jr.. Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 






































We want MEN in 
—men who are con- 
genial— OHIO 
Pin a are trust- INDIANA 
worthy— 
—men who are self- KENTUCKY 
pi gc pn MICHIGAN 
= © are - 
a om om WEST VIRGINIA 
—men who are morally PENNSYLVANIA 
pa neg — ne TEXAS 
—men who are financially responsible— OKLAHOMA 
—m h lish 
mae © are anx‘ous to accomplis CALIFORNIA 
—men who are sold on life insurance 
Protection— 
basis’ A who are open to Partnership- 
asis ae — it i 
TEALTH ACCIDENT Few 1 —— 
THE ‘OHIO STATE. tiFe INSURANCE COMPANY first letter- time 
Columbus, Ohio is Money. 
Standard Sub-Standard Super-Standard 




















ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $175,000,000.00 
Assets Over $12,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1. Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 
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Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies —Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 


> 


Address 


E. G. Simmoer-. Vice President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 











MUTUAL TRUST LIFE 
INSURANCE CO. 


OF CHICAGO 


—Issues regular policies from ages 10 to 65. 


Writes a special Business and Professional Men’s 
policy. 


-Issues a Special Ordinary Life with many attractive 
conversion options. 


—Writes Child’s Endowments at all ages. 
—Offers an attractive Income Bond policy. 
~Grants a new Disability clause, which is a winner. 


—For agency openings, address the Home Office, 
The Chicago Temple Building, Chicago, Illinois. 














THE 


Boston Mutual Life Insurance 


Company 


77 Kilby Street 9 “7"¢,Compary of 4 ~— BOSTON, MASS. 


Minute Man”’ 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 


A corporation organized and operating under the Insurance laws o! 
Massachusetts. All desirable forms,of up-to-date contracts issued 


CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and their 


benefits SIMPLY PERFECT. 











EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 
























CONTRACT 
GOOD TERRITOR 

| COMPANY 

FOR GOOD MEN 


GBRobbins, Pres. CA Svaboda, Secy | 
HOME OFFICE : CEDAR RAPIDS, lowal 
























AGENTS wuo can SELL As weLt as WRITE 
Can always be given an interesting proposition, much territory 
still awaiting capable representatives. Your inquiries will 
have consideration. 


E: 
UNION MUTUAL LIFE INSURANCE COMPANY V 
PORTLAND, MAINE 


AGENTS WANTED | |__ 


To sell an unrestricted Accident and Health policy costing $12.00 
quarterly. Covers every disease and every accident. Liberal com. 
mission paid to live producers. 


GREAT NORTHERN LIFE INS. CO. 


H. G. ROYER, Pres. Westminster Bld 
C. O. PAULEY, Sec’y & Treas. CHICAGO, ILL 


— 
i‘. 7 


























THE CHILD'S 20-PAY LIFE OPTIONAL ENDOWMENT 
POLICY OF THE 


GREAT REPUBLIC LIFE INSURANCE COMPANY 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its won- 
derful selling features. If you are interested, write for copy 
of “‘Making Dreams of Your Children’s Future Come True.” 
and our attractive proposition to agents $ 


J. R. RAILEY, Manager, E. L. BLACK, State Manager, 
Southwestern Department, P. O. Box 299, 
401-2 Mercantile Bank Bldg. Newport, Arkansas 


Dallas, Texas. 


W. H. SAVAGE, Vice-President, Los Angeles, California. 























THREE VALUABLE SALES AIDS p _ indian 
By W. R. Letcher for 1924, 
SELLING INSURANCE BY WRITTEN PROGRAM Fresno, ( 
Enables the agent to ascertain and present facts concerning 
prospects’ needs in a way which results in business. and Alba 
32 pages, heavy paper cover, Price per copy, 50 cents. went to 
THE EASY WAY TO SELL LIFE INSURANCE Mich.. a 
Describes and emphasizes arguments that appeal to every man. i xi 
Price per copy, 15 cents. were Po: 
WHAT YOU ARE GOING TO SELL Citv. in- 
A booklet of instruction for new agents containing much in- sis 
formation essential to the, proper development of an agent. Conn., ai 
Price per copy, 50 cents. buque I 
THE SPECTATOR COMPANY pe / 
CHICAGO NEW YORK Class 3, 
| and Dun 
| The p 
ACTUARIAL STUDIES  populatic 
Study No.1. ‘SOURCES AND CHARACTERISTICS OF THE PRIN- despite 1 
CIPAL MORTALITY TABLES.”’’ Price $2.00 plus cost of delivery ; 
Study No. Il. ‘*CONSTRUCTION OF MORTALITY TABLES FROM whole in 
THE RECORD OF INSURED LIVES.’ Price $2.00 plus cost of C il 
delivery ouncil. 
Study No. IV. ‘tGRADUATION OF MORTALITY AND OTHER $ 6 h 
TABLES.” Price $2.00 plus cost of delivery. 3.00, th 
Study No. V. CHAPTER ON “DISABIL! TY BENEFITS.”’ Price, A 
$2.00 plus delivery charge A nun 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. were ma 
Study No. III. Construction of Mortality Tables (In Press.) The h 
THE SPECTATOR COMPANY emphasi 
CHICAGO NEW YORK 














